LEROY RADLOFF 


LeRoy Radloff has literally 
been the Franklin Life in 
the prosperous community 
of Wausau, Wisconsin 
(population 27,268) since he 
first joined our company 

in the spring of 1945. 

There were four Franklin 
policyowners in Wausau 

at that time. Today there 
are nearly 2,500. 

Here is a record of his 
earnings since becoming a 
Franklinite in March 1945: 


1945 - . « « $ 6,629 
1946 eg ie 14,778 
1947 e 15,638 
1948 “ne - 14,732 
1949 « «- ¢ « 5G@SG? 
1950 - 17,740 
1951 (1st 9 mos. ) 16,886 
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“My income has tripled 
with the Franklin...” 


September 27, 1951 
Mr. F. J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


Just the other day I completed fifteen years in the life in- 
surance business, The last six and one-half years of this 
period, as you know, were spent with our great company. 
Prior to that time, I represented one of the eastern com- 
panies. 

It would take many words to describe my feelings ade- 
quately. However, I can speak only in glowing terms about 
Chas. E. Becker and his agency-minded officers of the com- 
pany who take such a warm personal feeling and interest 
towards their field associates. Furthermore, my earnings at 
the end of the second year with Franklin not only doubled 
those of the best year with my former company, but my 
income immediately jumped into the five figure column. Had 
it not been for Franklin I know that my family would not 
have the substantial things in life and the financial security 
they so richly enjoy today. 

Here is something that sounds quite fantastic, neverthe- 
less, it is true. Even though I have been with Franklin two 
years less than with my former connection, my total income 
has more than tripled during my Franklin career. 

No truer words were ever spoken than the remark made 
to me by one of our officers recently, when he said, “Mr. 
Becker and the officers of the company are continuously 
working for the man in the field, instead of the man in the 
field working for the company.” 


Cordially, 
L. H. Radloff 





FRANKLIN LIBRE cours” 


CHAS, E. BECKER; PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


Oue of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over A Billion Dollars Of Insurance In Force 


FRIDAY, NOVEMBER 2, 1951 . 
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MR. AGENT... 


Illustration shown 
is Cover Page of 
one of our Sales 
Pieces which won 
“Award of Excel- 
lence” Life Insur- 
ance Advertisers 
Assn. It’s a hard- 
hitting visual sav- 
ings plan presen- 
tation. 








Perhaps Pan-American Life Insurance Com- 
pany can help you solve the “If’s in Your Life.” 
You will find that Pan-American Representa- 
tives are armed with competitive merchandise, 
flexible underwriting, invaluable sales aids... 
all of which enhance your chance of success. 
What's more, our carefully-chosen represen- 
tative’s desire-to-succeed is intensified by a 
plan of compensation which furnishes greater 
benefits to those who do an outstanding job— 


A Career Contract. 









For Information, Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 


ORAWFORDG H. ELLIS 
President 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN © 
LIFE INSURANCE CO. 


KENNETH D. HAMER 


Vice-President & Agency Directer 


NEW ORLEANS, U.S.A. 




















Y( Complete- 


m personal insurance service! 







IV) Life 
IV] Health 
ly] Accident 
Vv] Hospitalization 









lV] Group 
lV} Salary Savings 
lV) Franchise 
lj Wholesale 
lv] Medical and Surgical V) Br okerage 


Reimbursement 







Vj} Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $340,000,000.00 
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Owned and occupied exclusively by 
LIBERTY NATIONAL LIFE INSURANCE CO. 
FRANK P. SAMFORD, President 
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life Advertisers 
Conference Draws 
Record Attendance 


Inside and Outside 
Speakers Evaluate 
Markets, Performance 


By ROBERT B. MITCHELL 


WILLIAMSBURG, VA. — The lure 
of historic Williamsburg and an impres- 
sive line-up of speaking talent from 
within and outside the life insurance 
business brought an attendance of 298 
to the annual meeting of the Life Insur- 
ance Advertisers Assn., a new record 
for these meetings. There was an un- 
usually high percentage of wives on 
hand. : : 

President Robert B. Taylor Jef- 
ferson Standard, in his report praised 
the work of the various committees. He 
said that membership is now 410 repre- 
senting 210 companies, while 12 com- 
panies are represented in the association 
this year for the first time. He said the 
association had just completed its first 
year of operation of a centralized file for 
material and records of L.A.A. under its 
archivist, Mary Fishwick, Mutual Ben- 
efit Life. 





55th 


OFFICERS ELECTED 


President — A, L. Cawthorn-Page, 
Metropolitan Life Canadian head 
office. ‘ 

Vice-president — David W. Tibbott, 
New England Mutual. 

Secretary—Royden C. Berger, Con- 
necticut Mutual. ; 

Treasurer—Al B. Richardson, Life 
of Georgia. 

Editor—Kenneth K. Wunsch, North- 
western National. 

Executive committee Margaret 
Divver, John Hancock; Darrel G. 
Hinkle, Guarantee Mutual; Joseph M. 
Locke, Gulf Life; Jack R. Morris, 
Business Men’s Assurance, and W. S. 
Weier, Prudential. 





Monday evening, following the presi- 
dent’s reception, there was a banquet 
at which the speaker was Edmund 
Harding, humorist from Washington, 
v He was introduced by President 
Taylor as a serious speaker but quickly 
got the audience into gales of laughter 
and kept them there for 40 minutes that 
seemed like 15. Unlike many humorous 
speakers, he keyed his talk to his audi- 
ence and did not confuse them with fire 
or casualty insurance people. | : 

The Tuesday morning session, with 
John L. Briggs, Southland Life, presid- 
ing, opened with a talk by Charles J. 
Zimmerman, managing director of 
L.I.A.M.A. 


Jaqua Presents Agents’ View 


A. R. Jaqua, director of the Southern 
Methodist course, spoke feelingly on 
what insurance advertising men can do 
to help the agents. He based his talk 
mainly on what students in his course 
\ have told him. Mr. Jaqua said adver- 
| tising should help build the agent’s ego 





and aid him in making the most of his 
Opportunities to tie in with local activi- 
tes in his community, thereby opening 
doors for him. Saying that advertising 
should be as factual as the Sears Roe- 
buck catalog, Mr. Jaqua deplored copy 
(CONTINUED ON PAGE 19) 





Experts Weight How 
to Gird for WSB 
Group Decision 


Even assuming the speediest possible 
progress on the part of the war stabil- 
ization board in reconciling the majority 
and minority views of the six-man panel 
representing labor, management and the 
public, and in writing a final report, it 
will probably be Dec. 1 before any cases 
requiring approval will be passed upon, 
according to sources closely in touch 
with the situation. 

However, advice from experienced 
operators in this field is to submit plans 
for approval as promptly as_ possible, 
even though they might later have to 
be amended. One expert estimates that 
a week’s delay now may mean a month’s 
delay in final approval, in view of the 
deluge of applications that is expected. 
Applications are numbered as they come 
in and it will be a case of first come, 
first served. Until such time as differ- 
ences between the majority and minor- 
ity reports are compromised, it is obvi- 
ous that the safe course will be to err 
on the conservative side in deciding 
whether to submit a plan for approval 
or not. 

To assume that a program or amend- 
ment required no approval, just because 
the majority report would not require 
it, might involve costly delay if a minor- 
ity provision requiring approval were to 
win out. 


Nothing Final for Month 


With the minority report having 
been submitted this week, W.S.B. was 
expected to turn over the majority and 
minority reports to a special subcommit- 
tee headed by Benjamin Aaron, a public 
member of the panel; the subcommittee 
will study both reports and then make 
a report to the W.S.B. chairman. He 
will then have to decide what action to 
take. It seems clear, though, that noth- 
ing final can be expected for about a 
month. 

Those who have been following the 
situation expected the minority report to 
dispute the majority assumption that 
group insurance in general will not get 
too far out of line because people have 
fairly conservative ideas about how 
much they need. 

It had been expected that the minority 
would make the point, for example, that 
although the hospital bill limit may be 
the maximum wanted for hospitalization, 
employes may press for the full line of 
benefits, including surgical, medical, etc., 
and for the extension of these benefits to 
dependents. This might run the cost of 
normally inexpensive insurance benefits 


AT $15 PER SHARE 


N.A.1.C. Approves 
Ill. Bankers Merger 
in Central Standard 


The Illinois insurance director and a 
three-man committee of National Assn. 
of Insurance Commissioners have ap- 
proved reinsurance of Illinois Bankers 
Life of Monmouth by Central Standard 
Life of Chicago with the price of IIli- 
nois Bankers stock set at $15 per share, 
$5 per share immediately and $1 per 
share for 10 years. Capital of Illinois 
Bankers at Dec. 31 was $325,000 and 
surplus of $1,688,153. There are 325,000 
shares of common stock outstanding 
with a par value of $1 each. The N.A.I.C. 
committee consisting of Day, Sullivan 
of Kansas and Robinson of Ohio was 
operating under the new provision for 
reinsurance approval. 

The combined insurance in force of 
Central Standard Life following the re- 
insurance will amount to about $332 mil- 
lion. Of this total approximately $199 
million is the figure for the Chicago com- 
pany and $133 million for Illinois Bank- 
ers. 

Alfred MacArthur, chairman of the 
Central Standard, has commented that 
the officers and employes of Illinois 
Bankers Life will be retained in appro- 
priate positions with the combined or- 
ganization. The executive hierarchy of 
the organization has not yet been 
worked out. 

Operations will continue at the home 
offices of both companies, but the finan- 
cial and agency matters will be handled 
at Chicago. Collections and accounting 
will proceed at both Monmouth and 
Chicago. 








Mutual Exemption Retained 


WASHINGTON — The revenue act 
of 1951 in its final form includes a pro- 
vision exempting mutual casualty, fire 
and life companies from the requirement 
imposed on cooperative organizations of 
filing information returns with respect 
to dividends or refunds to patrons. 


up to $100 or $200 per employe, accord- 
ing to this line of thinking. 

Since it now appears that the ulti- 
mate position taken by W.S.B. will be 
favorable to group salesmen, even if 
much of the minority view is incorpor- 
ated into W.S.B. regulations, it seems 
assured that once some policy is adopted 
the group business will be thrown into 
fevered activity. 











Pictured against a mural portraying a scene from old Williamsburg are new officers 
of the Life Insurance Advertisers Assn. From left, Royden C. Berger, Connecticut 
Mutual, secretary; David W. Tibbott, New England Mutual, vice-president; Kenneth 
K. Wunsch, Northwestern National, editor; A. L. Cawthorn-Page, Metropolitan Life 
Canadian head office, president; Robert B. Taylor, Jefferson Standard, immediate past 
president, and Al B. Richardson, Life of Georgia, treasurer. 


WSB Minority 
Holds Majority 
View Inflationary 


Wants Controls Set 
to Limit Activity 
to Equalizing Plans 


Criticizing sharply the labor-public 
report as representing no control what- 
ever, the industry members of the tri- 
partite wage stabilization panel submitted 
their report this week to the WSB. 

The industry members of the panei, 
Frederick P. Sloat of the G. Gilson Ter- 
riberry employe benefit consulting firm 
of New York City and Clifford P. Hawk- 
er, vice-president of Armstrong Cork 
Co., state that “45 pages of report and 
35 pages of appendices have been pre- 
sented to confuse the board and con- 
vince them that the recommendations 
do in fact represent adequate control.” 
Messrs. Sloat and Hawker state that 
of the eight criteria set forth by the 
labor-public members, “their own recom- 
mendations violate at least four—the 
most important.” “In the case of pension 
plans, the proposed limits represent vir- 
tually no control whatsoever,” the 
minority members say. “In the case of 
health and welfare plans, they base their 
care for no controls on the statement 
that these benefits are self-limiting. They 
ignore the tremendous area of increase 
that would be required to cover the 
working force of the country at the 
level of any such self limits. They also 
ignore the possibilities of branching out 
into endless varieties of benefits such as 
unlimited medical, dental and optical 
care, rest camps, health travel, etc., etc. 
lhus, with wages under control it is evi- 
dent that the only real limit on these 
programs would be the ingenuity of 
man. 


Reasoning in Minority Report 


The minority report gives these rea- 
sons for control of employe benefit pro- 
grams: 

1. To leave employe benefit programs 
out from under control is in violation 
of the letter and spirit of the defense 
production act. The act and its legisla- 
tive history show clearly that congress 
intended all forms of compensation to 
be stabilized. 

2. The elimination of control on em- 
ploye benefit programs would allow the 
pressures for increased compensation, 
which have been building up behind 
Regulation 6 and Regulation 8 as amend- 
ed, to break through and spill over into 
the field of health, welfare and benefit 
programs. Thwarted wage pressures 
would be immediately converted to bene- 
fit program pressures. 

3. The setting up of new programs 
and the liberalization of existing pro- 
grams under today’s circumstances will 
have inflationary effects. Whether an 
employer spends money for wage in- 
creases or for benefit programs, he is 
adding to his operating costs and even- 
tually must cover such costs with price 
increases. 

The minority members give these rea- 
sons for the type of control recom- 
mended: 

1. The abrupt curtailment of the de- 
velopment of health, welfare, and pen- 
sion plans for Regulation 6 and Regu- 

(CONTINUED ON PAGE 20) 
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AFL Distrid 
Agents Suspend 
Prudential Talks 


15,000 Debit Men in 
34 States May Strike 
on Dec. 1 Deadline 


Insurance Agents International (AFL) 
has suspended its negotiations with Pru- 
dential for a new contract to cover 15,000 
district agents in 34 states, the District 
of Columbia and the Toledo-Bryan area 
in Ohio. Present contracts have been 
terminated by the union, effective Dec. 
1, 1951. A strike may be in the offing. 

Originally the union had asked for 
increases which would have totaled $64 
million a year and would have increased 
the average agent’s weekly compensa- 
tion by 72%. Later the union reduced 
its demands to about $37 million, includ- 
ing higher commission rates, termination 
pay, service bonuses, expense allowances, 
additional retirement and other welfare 
benefits, increases in minimum guaran- 
teed pay and other items. 

_Prudential countered with an offer of 
higher commissions on certain policies. 
The company offered to change the re- 
tirement plan to a non-contributory basis 
retroactive to Jan. 1, 1951. According 
to the company, these proposals would 
have meant to the average agent $7.38 
per week and a $150 lump sum refund of 
this year’s retirement plan contributions. 
The agents were also offered four extra 
days off annually in addition to the pres- 
ent permissible absences, and an im- 
proved vacation plan for those agents 
entitled to three weeks or more vacation 
and liberalized privileges as to territory 
transfer. 


Guaranteed $35 Minimum 


The Prudential district agent is guar- 
anteed a minimum of $35 weekly for col- 
lecting premiums and servicing policies. 
However, according to company figures 
the average agent’s earnings are supple- 
mented by his unlimited sales opportuni- 
ties and he received average weekly 
earnings of $98.77 during the first eight 
months of 1951. He received, in addition, 
welfare benefits paid for by the Pruden- 
tial worth $11.93 per week. The company 
reports that more than 85% of the 
agents are averaging $75 a week or bet- 
ter in cash pay and that a considerable 
number are earning $10,000 per year or 
more. 

It is the union position that higher 
living costs have made necessary more 
pay for the same amount of work. The 
union has advanced the claim that the 
company has made _ no _ substantial 
changes in commission rates since the 
1930s. 


1949 Increase of $7 


The company has said that the present 
union contract, negotiated in 1949, gave 
the agents an average increase of more 
than $7 per week in cash and welfare 
benefits and that since 1940 Prudential 
has made 29 increases in commission 
rates and other compensation items. 

Prudential figures show that the 
agents in 1940 averaged $51.19 weekly 
and that today’s average of $98.77 is a 
93.33% increase. They cite government 
figures showing that the cost of living 
has increased 84% since 1940. 

The Prudential position is that it is 
willing to make’ improvements in the 
agent’s contract but that it must be 
governed by responsibility to policy- 
holders with respect to the cost of in- 
surance, the necessity of maintaining 
the agent’s favorable competitive posi- 
tion in the industry, and the legal ex- 
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limits. This latter requirement 
referred to section 213 and 213A of the 
New York insurance laws which placed 
limits on expenses of acquiring and 
servicing business, which apply to opera- 
tions of the company not only in New 
York state but everywhere. 

Prudential agents in Wisconsin are 
not involved in the dispute involving the 
strike threat. Wisconsin agents are 
members of the independent Interna- 
tional Union of Life Insurance Agents. 
The present contract expires Dec. 1 and 
negotiations between the company and 
the independent union got under way 
Nov. 1. 





Seek to Halt Activity of 
Ariz. Insurer in Ill. 


In behalf of the insurance department, 
the Cook county state’s attorney has 
brought an action against Reliance Life 
& Casualty of Arizona. An injunction 
is wanted restraining this concern from 
transacting further business in the state 
unless and until it becomes licensed. 
Also statutory penalties that range from 
$100 to $1,000 per day are asked. This 
concern has been operating through 
salesmen, apparently treating agency 
license laws as something for the other 
fellow. 

In the meantime Walter Rogala of 
Chicago, who was selling “policies” of 
this company and got in the toils of 
the police, had gone to trial by jury 
in municipal court at Chicago. He was 
placed on probation for one year. 





General Agents’ Meet Set 


The next annual conference of Massa- 
chusetts Mutual Geenral Agents’ Assn. 
will be held at Hollywood by-the-sea, 
Fla., March 17-19. Company officers 
and general agents will address the 
group. About 185 are expected to be in 
attendance. 


Lite Insurance 
Was Most Widely 
Used Thrift Medium 


Data made available by the survey re- 
search center at the University of Michi- 
gan from its annual survey of con- 
sumer finances for the Federal Reserve 
Board shows that life insurance was 
the form of thrift most widely used 
by American families last year. This 
information, which was. channeled 
through the Institute of Life Insurance, 
showed that in 1950, 77% of all families 
added to their net worth through con- 
tractual savings, which included life 
insurance. There was 72% of all families 
who put some money into life insurance. 
The next nearest medium was bank ac- 
counts, then came government bond hold- 
ings, postal savings, savings and loan as- 
sociation shares and credit union shares. 
There were 29% effecting savings 
through these combined channels. Pay- 
ments on home mortgages were made by 
24%, home improvements by 20%, de- 
creases in consumer indebtedness by 
18%, payments into retirement funds by 
15%, and real estate purchases by 7%. 

The average net saving of all families 
was shown as $270 in 1950, up 50% 
from the previous year and life insurance 
accounted for a sizable share of this. 





Southwest Actuaries Elect 


The Actuaries’ Club of the Southwest 
elected the following officers at Dallas 
recently: president, Lloyd K. Fried- 
man, Girard Life; vice-president, H. 
Raymond Strong, Combined American; 
secretary-treasurer, Thomas M. Mott, 
Republic National Life. J.D. Churchill, 
Universal L. & A., and W. W. Wilson, 
Jr., Atlas Life, were elected to the exec- 
utive committee. 


<The 
COMMONWEALTH 
Commentary 


TO OUR UNDERWRITERS 
on the subject of: 


YOUR COMPANY 


Your company is older than 78 out of 100, 
Larger than 85 out of 100, 
And growing Faster than 86 out of 100, 


Of the combination and ordinary Life insurance companies 


in the United States. 


Commonwealth’s 850,000 policies add up to more than a 
half billion dollars of insurance in force, with areas of con- 
centrated sales activity throughout the six states in which 
it does business—Kentucky, Tennessee, Indiana, West Vir- 
ginia, Alabama, and Mississippi. Commonwealth’s wholehearted 
desire is to justify continually the confidence of the hundreds 
of thousands of its policy holders. 


YOUR company is safe—successful—conservatively con- 
structive—prominent—progressive. 


INSURANCE IN FORCE OCTOBER 1, 1951 — $520,421,929 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © LOUISVILLE, KY. 
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1951 Investment 
Experience Will Be © 
Best in Years 


Commitments Will Tie Up 
New Money into 1952 
at Satisfactory Yields 


That 1951’s investment operations yj 
give life insurers the best experience q 
new loans they have had in almost, 
decade now seems fairly well assured. 

Companies have commitments that yi! 
absorb their supply of lendable fung 
through 1951 and into early 1952. 

Judged by yield standards of the ky 
few years the rate at which that mong ae 
will be put out is very satisfactory. Fy ya = ‘ 
the past seven months rates have ber in com 
generally 50 points above what they wep among 1 
for the several previous years. managin, 

The tight supply of money is schedule writers — 
to endure months longer than antic managin 
pated last spring. Since that time, wheal nomics | 
companies converted most of their lon} Life In 
term government bonds to the relatively} Assn. 
non-marketable 234% special issue, the} The p. 
have. had relatively little uncommite for talks 
money to satisfy new investment éftwo day: 
mands. They were already faced withaside for 
heavy mortgage and corporate financing} The after 
requests when the government bon] mittee m 
conversion put a $3 billion crimp in ther} tertainme 
investment potential. Wednesd 
100% att: 
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Factors in Demand 


The demand from borrowers is lasting 
surprisingly longer than expected. Som 
investment men believe that interest 
rates may even go a bit higher. Thi 
demand, some of which has come » 
only in thé last month or two, has been 
variously traced to the fact that larg 
war contracts are now being let by the 
government and industry, expanding ti 
take care of military and civilian needs 
requires money. Inflation has create 
a much higher price structure. Bus: 4 
nesses need more working capital. ljman in 1 
addition, higher taxes are taking ani the first 
will take more of corporate profits re{Vited to ta 
moving them as a source of funds foyg that 
plant expansion. This is forcing busines Ussed pc 
to call on life insurance for the moneji"¢ comm 
instead. ing A. & 

Although they are screening out loan}! Premit 
under the voluntary credit restraint pr ollmann, 


> 





gram, there still is a vast demand fo ae, v 
defense loans. ons at ai 
missioners 


Companies can no longer sell govert 
ments to meet loan demands since the} \°Y- 6-7. 
must take a loss in surplus if they S4Bureay’s ¢ 
the governments at prices below wi 
they paid. If the difference in the twy This wa 
prices is say 101 and 98, then it woulbureau, ar 
take roughly six years’ ownership of #graved gay 


corporate security yielding 50 poimlfto all the 
more than the government bonds so@group inch 
to make up this loss. Besides, companiqst. C. Mo 
shy away from criticism that would nce; Geo 
if they sold governments even if thegLonnecticu 
financed defense plants with the pijNogers, / 
ceeds. Sy H 
1 . 

Results of Increase ife: - 

The increased yield on new money S.F.&G.: 
be reflected of course, in the genemcan Inde 


level of earnings on total assets but 1 Aetna Life 
by anywhere near as large an increasg ihe 12 _ 
But, along with other factors, it has ¢0 ial governi 
tributed to decisions by several muta! of Ni 
insurers to lower gross premiums, red. >, 

ing the margin in the dividend schedus 
to up group annuity interest guarante} 


etc. cident, I 

Whether higher yields will may vere 
higher dividends to policyholders i € ‘bure 
something that company boards — aoe to 
have to decide. Factors offsetting & ioe ay 


higher yields are rising federal inc 
(CONTINUED ON PAGE 17) 
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{Brown Named A. & H. 
{Bureau Chairman at 
Hot Springs Annual 


Sprightly Fare Attracts 
140, Governing Body 
Is Increased to 12 


Be 


Tie Up 
[952 


ds 
By JOHN C. BURRIDGE 


HOT SPRINGS, VA. — Neil J. 
Brown, assistant secretary of Hartford 
Acident, was named to succeed W. E. 
Kipp of Indemnity of North America 
as chairman of the governing committee 
of Bureau of A. & H. Underwriters at 
the annual meeting at the Homestead 
hotel here this week. There was an at- 
that mong tendance of about 140, including wives 
actory. Fa and 14 non-member, non-A. & H. writ- 
have beaf ing companies on hand as guests. Also 
it they werf among the guests were C. O. Pauley, 
3 managing director of H. & A. Under- 
is scheduleif writers Conference; E. H. O’Connor, 
than antic-{managin gdirector of Insurance Eco- 
time, whaf nomics Society, and F. M. Peirce of 
f their lou} Life Insurance Agency Management 
1e relativel§ Assn. 
| issue, thy} The program was scheduled to allow 
uncommited} for talks in the morning on the first 
sstment deftwo days, with the third morning set 
faced with}aside for the annual business meeting. 
te financing} The afternoons were taken up with com- 
ment bon} mittee meetings Monday, and with en- 
imp in ther] tertainment and sports on Tuesday and 
Wednesday. The sessions had nearly 
100% attendance, and much interest was 
evidenced in the addresses, especially 
rs is lasting} tat.of H. P. Stellwagen, executive vice- 
sis ‘4 re president of Indemnity of North Amer- 
=cted. Som! ica whose plea for more stress on 
nat a A. & H. by the casualty companies drew 
igher. Thi} rolonged applause and necessitated a 
aS COME Wt curtain call. 
vo, has been 


t that larg} Gavel Presented to Kipp 


> let by the : ; 
xpanding t} The meeting was opened with the 
vilian needs} Presentation of an inscribed gavel to 
has create Mr. Kipp by F. L. Templeman, Mary- 
‘ture. Bus} land Casualty, who was bureau chair- 
capital. Iman in 1927-29. Four talks were given 
taking ani the first morning. Mr. Pauley was in- 
2 profits re vited to taek part in the committee meet- 
>f funds fo}itg that afternoon at which were dis- 
‘ing busines cussed possible industry responses to 
- the mones te commissioners’ group that is study- 

‘Ting A. & H. policy benefits in relation 
to premiums. Mr. Pauley and J. F. 
Follmann, Jr., general manager of the 
bureau, will represent their organiza- 


tions at another meeting with the com- 
missioners on this matter in New York, 
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if they sep ’s 60th Anni 

below wi — ‘ M 


. in the tw] This was the 60th anniversary of the 
1en it woulgbureau, and to mark the occasion en- 
nership of 4gtaved gavels were given at the banquet 
, 50 poimlito all the living former chairmen. This 
- bonds —_ included Mr. Templeman, Donald 






s, companigst. C. Moorehead, Employers Reinsur- 
t would nce; George Goodwin, formerly with 
even if theglonnecticut General Life; Paul H. 
‘th the praRogers, Aetna Life: Mr. O’Connor 






-homas Hook, formerly of Standard Ac- 
ident; W. F. White, Mutual Benefit 
ife; Harry Prevost, formerly of 
S.F.&G.; Ray L. Hills, Great Amer- 









w money 

the genemcan Indemnity, and Logan Bidle, 
ssets but agAetna Life. 

an increas The 12 companies elected to go on 


s, it has come governing committee were CCommer- 






















veral mute of Newark, Connecticut General 
riums, redu ife, Continental Casualty, Employers 
ond schedule-lability, General American Life, Mary- 
t guaranteg@md Casualty, New York Life, Ocean 

ccident, Reliance Life, Security Mu- 

will metal Life, Travelers, and U.S.F.&G. 

cyholders The bureau voted to amend the con- 
boards titution to increase membership on the 
fisetting #°"eTning committee from 10 to 12 com- 
deral incom*™es. Another amendment provides 
GE 17) 


that no company shall serve on the com- 
mittee for more than three consecutive 
years. ; 

Mr. Kipp in his report of admin- 
istration reviewed the history of the 
bureau over its 60 years. He mentioned 
that the entry of prominent life com- 
panies into the A. & H. business re- 
cently will have a tremendous impact 
on the business. They will add large 
sales organizations, actuarial staffs and 
an apparent willingness to experiment. 

H. P. Stellwagen, executive vice-pres- 
ident of Indemnity of North America, 
gave a glowing account of the im- 
portance of A. & H. business to a mul- 
tiple line casualty company. Many 
agents and managers have not given 
A. & H. the attention it deserves, he 
said, and he proceeded point by point 
to show that if rougly 10% of overall 
volume were A. & H., there would be 
manifold benefits to the casualty com- 
panies. 


“Wall of Protection” Idea 


Perry T. Carter of Travelers, com- 
menting on the value of an H. 
program to a life company, said in his 
opinion the trend toward having one 
agent build a “wall of protection” 
around his policyholder is an inevitable 
one. The business is not doing a com- 
plete job if it insures a man only against 
his physical death and fails to insure 
him against the possibility of a “living 
death.” 

The second day was featured by an 
underwriting forum _ conducted by 
Douglas J. Moe of United States Life. 
Eleven papers were presented at this 
session. On the following morning talks 
were given by James T. Phillips, vice- 
president of New York Life, on “Why 
the New York Life Entered the 
A. & H. Field,” and by J. C. Horan, 
associate medical director of Metro- 
politan Life, on “Medical Selection of 
Health Insurance Applicants with Ad- 
verse Personal Histories of Physical 
Impairments.” 

The bureau admitted 10 new com- 


panies to membership during the year, 
J. F. Follmann, Sr., general manager, 
stated in his report. The new members 
are New York Life, United National 
Indemnity, National Fire, Franklin Na- 
tional, Mechanics’ & Traders, Trans- 
Continental, Glens Falls, Equitable So- 
ciety, Eastern Casualty and Guardian 
Life. Combined A. & H. premium vol- 
ume of the members at the end of 1950 
was $431,307,669, 71.2% of which was 
written by life companies and 28.7% 
by multiple line companies. 

Reviewing legislative developments, 
Mr. Follmann said that of outstanding 
interest was the introduction of the 
uniform accident and sickness policy 
provisions law recommended by Na- 
tional Assn. of Insurance Commis- 
sioners. It was introduced last year in 
21 states and approved in 17. In re- 
viewing other regulatory developments, 
Mr. Follmann gave some emphasis to 
the activities of the commissioners with 
respect to A. & H. loss experience, and 
recounted the developments on the 
question of policy benefits in relation 
to premiums. 


11 Underwriting Talks 


Taking up various subjects at the 
underwriting forum were Paul H. 
Rogers, Aetna Life; Neil J. Brown, 
Hartford Accident; A. P. Dowlen, Re- 
public National Life; David H. Harris, 
Equitable Society; Edward M. Erich, 
Pacific Mutual Life; Ray L. Hills, 
Great American Indemnity; Robert W. 
Pope, Employers Liability; A. B. 
Hvale, Continental Casualty; O. F. 
Siegmund, General American Life; 
John F. Lydon, Ocean Accident, and 
Robert J. Sullivan, Travelers. 

Discussing “Underwriting Problems 
Arising out of Modern Warfare,” Mr. 
Rogers commented that the possibility 
of catastrophic losses to A. & H. com- 
panies is difficult to estimate in view of 
the lack of legal precedents. The “war 
or act of war” exclusion would elimi- 
nate liability for injuries resulting from 

(CONTINUED ON PAGE 15) 








clearly visible. 
come to see it. 


> 


price of Liberty.’ 


Liberty Bell 


The Liberty Bell—this month celebrating the 200th 
anniversary of its origin—is a relic known and loved 
all over the world. But at the time of its 100th anni- 
versary its appearance was not familiar to many people 
for the reason that the bell itself was out of sight. 
1851, cracked and retired, the Liberty Bell was no 
longer in commission as the bell of Independence Hall 
and rested in a room of the tower of that building. 


But in the first year of its second century the bell was 
brought down from the tower and placed on exhibition 
on the first floor where the bronze message it carried was 
Since then a million people a year have 


Until people could actually see the bell its message 
to “Proclaim Liberty Throughout All the Land” had 
become almost as silent as the cracked bell itself. 


Thomas Jefferson once said “Eternal vigilance is the 
There has been no time when that 
thought was more true than it is today. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
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Illinois Agents’ 
Group Adopts Long 
Range Attitude 


Healing of Geographic 
Breaches Opens Way 
to Leadership Continuity 


There was much evidence at the mid- 
year meeting of Illinois State Assn. of 
Life Underwriters at Peoria that the in- 
creasing solidarity between Cook county 
and downstate agents has enabled asso- 
ciation leaders to engage in long-range 
planning toa degree that would have been 
impossible in former years. Though the 
annual meeting of the association and 
the installation of a new administration 
does not take place until the spring, al- 
ready the line-up of the committees for 


the next year is well-known. Care will 
be taken to insure that those doing im- 





ILL. ROUND TABLE OFFICERS 


Chairman—John Bailey, Connecticut 
Mutual, Galesburg. 

1st vice-chairman—Harry Kliff, Phoe- 
nix Mutual, Chicago. 

2nd_ vice-chairman — Harry McClar- 
ence, New York Life, Pekin. 

Secretary-treasurer — James Truman, 
Massachusetts Mutual, Chicago. 

New directors— Gerard S. Brown, 
Penn Mutual, Chicago; Dave Dawson, 
Home Life, Chicago; A. F. Moore, 
Northwestern Mutual, Ottawa. 





portant work this year will not suddenly 
be cut off from these activities and that 
a continuity of leadership, both elective 
and appointive, will be assured. Such 
planning was impossible during eras in 
which sectional politics and pressures ex- 
erted a strong influence in the selection 
of men. 

_ This year’s meeting was as usual held 
in conjunction with the annual meeting 
of the Illinois Round Table, the $250,000 
production club, with a conference of 
the general agents and managers divi- 
sion and the customary sales congress 
sponsored the day following the other 
meetings by the Peoria association. There 
was an average of four delegates from 
each of 22 associations present with 88 
delegates in all to the Illinois meeting. 
_ Despite some of the war and defense 
influences operating to cut down the 
numbers of life insurance agents, the 
Illinois membership drive is going well. 
This is especially true up in Rockford 
where 48 new members had been re- 
ported since the annual meeting last 
spring. A managers division was reac- 
tivated at Rockford and a new managers 
division was created at Aurora-Elgin. A 
resolution was put through strengthen- 
ing the ties of the state association with 
the University of Illinois through which 
a number of projects have been effected 
already. 


State Farm Choristers Sing 


The fellowship dinner was consider- 
ably enhanced this year by the presence 
and performance of the 85 voices from 
the State Farm companies chorus of 
Bloomington through the courtesy of N. 
Eric Bell, Illinois manager and past 
president of the association. 

At this dinner, the president of 
N.A.L.U. has customarily spoken and 
this tradtion was carried on this year 
with the presence of Charles E. ‘Cleeton, 
Occidental of California, Los Angeles. 
But Mr. Cleeton departed from the tra- 
dition during his two speeches at tlie 
Illinois convention. He confined his re- 

(CONTINUED ON PAGE 17) 
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Secouil Day Sessions 
to Offer Variety at 
LIAMA Meeting 


The program has been completed for 
the second day of the L.I.A.M.A. annual 
meeting at Chicago, Nov. 12-17. This day, 
Wednesday, is scheduled for general 
sessions which will continue on to 
Thursday morning. 

Among the speakers will be Charles 
E. Cleeton, Jr., president of National 
Assn. of Life Underwriters and Clarence 
S. Madill, president of Life Underwriters 
Assn. of Canada; S. Rains Wallace, Jr., 
association director of research on man- 
power trends. Frank F. Weidenborner, 
agency vice-president of Guardian Life, 
will look at recruiting from the home 
office point of view, and Forrest J. 
Curry, general agent for Penn Mutual 
at San Francisco, will describe planned 
agency building. Guilford Dudley, Jr., 
executive vice-president Life & Casualty, 
will preside at the Wednesday morning 
session. 


Panel on Home Office Supervision 


Wednesday afternoon will open with 
a panel on home office supervision of 
agencies in which the participants will 
be R. R. Davenport, director of sales, 
Southwestern Life; Richard E. Pille, 
vice-president in charge of agencies, Mu- 
tual Benefit Life, and Gordon S. Wool- 
sey, assistant superintendent of agen- 
cies, London Life. They will describe 
managerial, general agency and combi- 
nation types of operation. 


PANCELEL ABLE 
(()V I 
CHECK THESE SPECIFICATIONS 
. Accidental Bodily Injury Insuring Clause. 
. "His Occupation” Definition of Total 
Disability. 


R VG i) 


. Non-aggregate coverage for as long as 
120 months or to age 65—House con- 
finement never required. 

4. Lifetime Accident if desired. 

5. Waiver of Premium after 90 days. 

6. Liberal Hospital and Surgical Benefits 
on an optional basis. - 


7. Policies Guaranteed by one of America's 
oldest and largest Accident & Health 


writing companies. 


plus an outstanding 


pre-approach plan 


¢ Brokerage Business Invited “« 


PROVIDENT LIFE AND ACCIDENT 


, J / y 
(SELINA ALL 4 


COMYH ALY 
/ 4 


INSURANCE 
COMPANIES 


Bought and Sold 


Write, wire or phone us regarding either 
the purchase or sale of the steck or 


management control of any type of 


company. 


Our service is nation-wide and all nego- 
tiations are personal and confidential. 


Y 
BRINSOR | 
—~f sociales 
BRokers of INSurance ORganizations 


1102 Waldheim Buiiding 
Kansas City 6E, Missour! 


46é 





The report of the nominating commit- 
tee will be made by D. Gordon Hunter, 
vice-president and agency manager of 
Phoenix Mutual, chairman of the com- 
mittee. 

The drama “The Education of Rich- 
ard Roe” presented by Northwestern 
Mutual people will be the final event of 
Wednesday afternoon. The play was 
written by Laflin C. Jones, director of 
insurance research of Northwestern Mu- 
tual, and is directed by him in co-opera- 
tion with Kenneth C. Greaves, Milwaukee 
business man and Little Theatre pro- 
ducer. The cast features professionals 
and members of the company’s home 
office. The play will be introduced by 
Grant L. Hill, vice-president and direc- 
tor of agencies of Northwestern Mutual 
and chairman of the L.I.A.M.A. annual 
meeting committee. Presiding Wednes- 


day afternoon will be Clyde omg 
o 


hays, vice-president and director 
agencies of Beneficial Life. . 
The combination companies’ dinner 


is scheduled for Wednesday evening. 
Chairman of the committee, W. J. Ham- 
rick, agency vice-president of Gulf Life, 
will preside. The speaker will be Russell 
C. Tomlinson, educational director for 
the Gruendel agency of New England 
Mutual at Chicago. 


Terms Medical Catastrophe 


Cover Fine Sales Item 


ST. LOUIS—Medical catastrophe cov- 
erage is the best sales item of the day, 
Edwin ‘C. McDonald, vice-president of 
Metropolitan, told the St. Louis insured 
members conference of Associated In- 
dustries of Missouri. He asked that em- 
ployers make all arrangements they can 
to continue protection to employes after 
their retirement when A. & H. cover is 
needed the most. 

He stressed the importance of edu- 
cating employes, so they don’t come to 
regard their group insurance as intended 
to eliminate personal protection plans 
of a permanent character, such as life 
insurance. Insurance should always be 
emphasized as a supplement personal 
plans. 

Mr. McDonald expressed the hope 
that someone would take up the employ- 
er’s side of the argument over retire- 
ment age. He said that while many per- 
sons contend that no man should be 
forced to retire if he can continue at a 
job, there are many young men of prom- 
ise who don’t want to join any organiza- 
tion that seeks to have all the top men 
die in their boots on the job. He ex- 
pressed a dislike for the term “elder 
statesman” and brought out the advan- 
tages of forcing the big brass in any 
organization to retire at 65 and all others 
at 68 and 70. He agreed with a statement 
of Walter Reuther, president of United 
Automobile Workers, that the retire- 
ment age cannot be an arbitrary figure, 
because it will always be the product of 
the economic cycle. 








Ward Cheney, president and director 
of Cheney Brothers, has been elected a 
director of Aetna Life, Aetna Casualty 
and Automobile. He will complete the 
unexpired term of the late Clifford B. 
Morcom. 


Adams Points Out 
Today’‘s Best Bargain 
in L..A.A. Sermon 


Claris Adams, president Ohio State 
Life, told those attending the annual 
meeting of Life Insurance Advertisers 
Assn. at Williamsburg, Va., that there 
never was a time when so many poli- 
cyholders who had all the insurance they 
needed yesterday have less than they 
need today. There never was a time, he 
said, when there was such great public 
acceptance of life insurance, when it 
meant more to America for life insur- 
ance to be sold. He emphasized the 
strategic position which life insurance 
plays on the anti-inflation front. 

“Halting inflation depends upon how 
much people spend and how much they 
save, and this is a direct challenge to 
the business,” he said. “The American 
people depend upon life insurance for 
their permanent savings to a greater ex- 
tent than upon all other forms of sav- 
ings combined. It has been said that 
life insurance is the best sold idea in 
the United States. The companies grow 
year by year in size and strength and 
we dare believe in public favor. Many 
of us are quite complacent about our 
progress. Do we really have a right to 
be? Judging our accomplishments by 
our potential, are we doing a first-class 
job? I would say, qualitatively yes, but 
quantitatively no. We are measuring 
ourselves by old standards in a century 
where the tempo has changed. We 
have done well but not well enough. 
The real truth is that we have not kept 
up with America.” 


Insurance Doubled, Economy Tripled 


He illustrated this statement by point- 
ing out that life insurance has doubled 
in size in a given period, but the economy 
has tripled during the period. He said 
that life insurance is getting a smaller 
proportion of the national income today 
than it did 10 or 20 years ago. Perhaps 
America is as well insured in dollars, but 
not in dollar’s worth and certainly not 
in proportion to family income. 

He asked, “Is this because the market 
is harder, or because the selling is softer? 
Can it be that as our salesmanship has 
gained in knowledge, improved in skills, 
and broadened in vision as it undoubt- 
edly has, it has lost fervor and zeal and 
a sense of dedication? I know the old 
ways will not do in the new days, but 
are the virtues of each mutually inclu- 
sive? It seems to me that in this so- 
phisticated age it has been a long time 
since I’ve heard an old fashioned life 
insurance sermon. I admit that the new 
ones are more satisfying to the intellect, 
but some of the old ones did tug at your 
heart.” 

Mr. Adams described life insurance 
as the one pat, absolute and tailor-made 
answer to the complicated problems of 
more people in this increasingly com- 
plex society. He said that life insurance 
is the nearest approach to certainty that 
a man can offer in an uncertain world. 

Mr. Adams strongly advocated cut- 








At the zone 4 
meeting of commis- 
sioners at St. Paul: 
From left, W. J. Har- 
ris, vice-president of 
National Reserve 
Life of South Da- 
kota; Commissioner 
Herbert Nelson of 
Minnesota, and Har- 
ry A. Lee, vice-pres- 
ident and actuary of 
National Reserve. 





ting the civilian cost of government. }, 
said that this cannot close the inflation] 
ary gap, but it can reduce it. He addy 
that it is essential to the economic healt 
of the nation that the margin of out-g 
which defense preparations make nece 
sary in government, should be made 
by borrowing of non-inflationary for] 
He said that borrowing from the publi 
directly or through investment trustee 
reduces purchasing power, but borroy 
ing from the banks not only creates py 
compounds purchasing power. Unde 
the American fiscal system, every dolly 
of bank loans made by the governme 
provides a potential for six inflationary 
dollars, according to the speaker. fj 
indicated that if the government is jy 
terested in keeping inflation down, thy 
Treasury ostrich will have to take hij 
head out of the sand and look at th 
financial facts of life. 


Committee Still Working 


on War Damage Program 


WASHINGTON—Senator Frey 
Delaware, chairman Senate bank} 
subcommittee on war damage insy. 
ance, will be available for conference du. 
ing the congressional recess. The cop, 
mittee staff has received informatin; 
that life and property insurance inte. 
ests want to talk about war dama 
legislation, but no date has been ¢& 
for such conferences. During the receg 
the committee staff will continue stud 
of war damage problems with a vie 
to perfecting a bill. 

It is realized that the complexitig 
of Senate bill 1848, recommended } 
the budget bureau, for a comprehensiy 
government program of indemnificatio, 
etc., are very great, and the committe 
has shown no disposition to ruch any. 
thing through. 

Casualty interests have had tm 
meetings with the committee and pr. 
sented objections to the president: 
moratorium and other features of th 
budget bill. Life interests are under. 
stood to be working on a presentation 


Forsees Possible Integration 
of R.R. Retirement, OASI 


WASHINGTON —The new sailroat 
retirement mandatory law can possibly 
integrate railroad retirement and the olf- 
age and survivors insurance system, 
it was indicated by Rep. Wolverton 0 
New Jersey. 

Rep. Wolverton, former chairman 0 
the House commerce committee, ha 
listed “worth-while things that hart 
been done” in the Congressional Record 
Among the listings are: “Integration ant 
correlation by adjustments between tht 
railroad retirement act and the OAS 
trust fund. It is estimated that this wil 
strengthen the stability of the railroal 
retirement fund by $95 million.” 

Included are 14 “worth-while” things 
such as increased benefits, credits, 1 
change in tax base, etc. Also listed 
“Adjustment of benefits applicable t 
an individual entitled to two or mot 
benefits under the railroad retiremet! 
act alone or under it and the soci 
security act.” 











Increases Capital $1/, Milli 


Amended articles of incorporation 0! 
Commonwealth Life of Louisville hav} 
been filed, increasing the capital fro 
$144 million to $2 million. The increas 
must first be offered to stockholder 
and what is left the public may buy. Tht 
stock now consists of 200,000 share] 
of $10 par value. 


Martin Reelected in La. 


Wade O. Martin, Jr., Louisiana sectt 
tary of state, who is also insurance com 
missioner, has been reelected withot! 
Opposition. : 

He was the first man from his statt 
to be elected to office in National Asst 
of Insurance Commissioners of whi 
he is now vice-president. He was 4 
one of the first commissioners in t 
country to bring about enactment of 4 
state insurance code. 
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Increasing the life expectancy of a 
business—through Business Life In- 
surance—is one proud duty of the life 
insurance salesman who, in this way, 
contributes to economic security. 






HARTFORD 


! Ske ti mn Monument 


These people—these buildings—these products 
that make Americans more comfortable . . . 
these are my life work. I should not like to feel 
that all I have done could be swept away over- 
night. That’s why I am honestly grateful to the 
life insurance man who helped me to stop and 
think . . . and plan a way to continue the busi- 
ness in the hands of those qualified to run it— 
and to see that the value of my interest goes to 
my family. I am convinced that Business Life 
Insurance is the answer—for me, and for others 
who want to leave tangible evidence of time 


well spent. 
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LAA Certificates of Excellence Awarded 


WILLIAMSBURG, VA. — Certifi- 
cates of excellence for exhibits at the 
Life Insurance Advertisers Assn. were 
awarded as follows: 

CLASS 1, Material to Motivate 
Agents — Bankers Life of Nebraska, 
Great Southern, Monarch Life of Mas- 
sachusetts, Mutual Benefit Life, New 
England Mutual, New York Life, Postal 
Life of New York. 

CLASS 2, Sales Aids — American 
Mutual, American United, Colonial Life, 
Equitable Society, John Hancock, Man- 
hattan Life, Metropolitan Life, Mutual 
Life, Pan-American, Prudential, Stand- 
ard of Indiana, Union Mutual. 

CLASS 3, Prestige and Good-Will 
Builders —- Life of Georgia. 

CLASS 4, Recruiting Material __ 
Equitable of Iowa, Farm Bureau Life. 

CLASS 5, Direct Mail — Mutual 
Benefit Life, Mutual Life. 

CLASS 6, Wall Calendars — Con- 
necticut Mutual, Home Beneficial Life, 
Travelers. 

CLASS 7, 
awards. 

CLASS 8, Annual Reports — Con- 
necticut Mutual, Fidelity Life Assn., Fi- 
delity Mutual, Great Southern Life, Lib- 
erty Life, New York Life, Pan-Ameri- 
can, Penn Mutual. 

CLASS 9, Policyholder Material — 
Imperial Life of Canada. 

CLASS 10, Brokerage Material — 
Bankers Life of Iowa, Columbian Na- 
tional Life, Continental Assurance, 
Union Mutual Life, United States Life. 

CLASS 11, Field Publications Ad- 
dressed to Agents — Atlantic Life, Con- 
necticut Mutual, Fidelity Mutual, John 
Hancock, Life of Georgia, Monarch 
Life, Pacific Mutual, Peninsular Life, 
Prudential, Union Central, Woodmen 
Central Life. 

CLASS 12, Employe Relations — 


Greeting Cards — No 


Business Men’s Assurance, General 
American, Sun Life of Canada. 

CLASS 13, National Magazine Ad- 
vertising — John Hancock, Massachu- 
setts Mutual, New England Mutual, 
Travelers. 

CLASS 14, Newspaper Advertising— 
Continental Assurance, Liberty Life, 
Life & Casualty, London Life, Pruden- 
tial, Shenandoah Life. ; 

CLASS 15, Insurance Journals — 
Aetna, American United, Continental 
Assurancce, Mutual of Canada, Occi- 
dental of California, Philadelphia Life, 
United States Life. 

CLASS 16, Public Relations — Mu- 
tual Benefit Life, Northwestern Nation- 
al, Peninsular Life, Travelers. 





Mutual Benefit Life First 
Year Leaders to Gather 


Active participation by field men will 
feature the annual meeting of outstand- 
ing first-year agents of Mutual Benefit 
at the St. Moritz hotel, New York City, 
Nov. 7-9. There are 31 men and two 
women agents who have qualified to at- 
tend. 

Paul E. Zittell, New York City will 
speak on commissions, while Paul R. 
Longfield of Detroit will speak on vol- 
ume and lives. Both will receive plaques 
recognizing their records at a banquet 
to be attended by President John S. 
Thompson and Executive Vice-presi- 
dent H. Bruce Palmer. John D. Brund- 
age, director of agencies, will preside. 

Alfred H. Gardner, Jr., of Indianap- 
olis, William B. Feldhaus of ‘Cincin- 
nati, Albert Greenhouse, New York City, 
and Harold E. Buchanan of Washing- 
ton, D. C., will participate in a panel 
on prospecting. 

The meeting will also feature two 
round table sessions that will discuss 
closing techniques and answering objec- 
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A Quarter BILLION Dollars 
om Of Life Insurance 
In Force... 


FOR THIS ACHIEVEMENT THE COMPANY SALUTES 


ITS FIELD FORCE — Life underwriters of integrity and cour- 
age who, because of their conviction in life insurance and its 
benefits have worked late into the night helping fathers plan 
their family's future. They have traveled into sparsely settled 
country in all kinds of weather to assist husbands and wives 
in planning for their retirement years. They have continually 
added to their knowledge of life insurance that they might 
more effectively serve their clients. 
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tions, and the use of sales promotion 
materials. Laurance W. McDougall, di- 
rector of management training will lead 
the first session, and Gordon Hull and 
James Carr, sales services specialists, 
will lead the second. 

The group will hear a talk by Hunter 
A. McGreary of Pittsburgh, who in his 
second year is currently company leader 
in lives. 

A tour of the underwriting depart- 
ment with an explanation of its func- 
tions and a luncheon with company 
officers, at which Richard E. Pille, vice- 
president in charge of agencies, will 
speak, will be included in the group’s 
visit to the home office. 





Life Companies Uneasy 
Over Growing Investments 
in Mortgages; Call Says 


President Asa V. Call of Pacific Mu- 
tual Life told the members of Cali- 
fornia Real Estate Assn. that the life 
companies do not view their growing 
investment in the real estate mortgage 
field with complete ease of mind. He 
cautioned that present loans are not 
really being made on real estate at all, 
but are being made on the strength of 
government security. He said that FHA 
and G.I. guarantees, while having a 
wide appeal, have actually contributed 
more to increase building costs than 
any other factor even while they were 
stimulating demands regardless. of the 


cost. 

Mr. Call compared the present war 
boom to a new kind of pump priming 
and said that the new tax increases will 
only be priming the pump. Low interest 
rates promote inflation, he said, because 
they diminish savings, raise life insur- 
ance rates and ultimately result in need- 
less cost to the customer. He feels that 
deficit spending is bound to occur next 
year. 

The speaker brought out that, al- 
though insurance companies own only 
%% of total real estate, 27% or more 
of $16 billion in real estate mortgages 
is held by life insurance companies. 

He asked for reexamination of the en- 
tire national interest rate and a stronger 
fiscal policy, concluding that, “We need 
a strong fiscal policy fully as much as 
we need a strong foreign policy.” 





Little Pleasure in Jeep 


. Texas High Court Finds — 


A 5-to-4 opinion handed down by the 
Texas supreme court held that a “jeep” 
is not “a private passenger automobile 
exclusively of the pleasure-car_ type.” 
This opinion cost Paul Pennell, Grayson 
county rural mail carrier, $100 a month 
on an accident insurance policy. 

Involved in the case was a policy with 
United of Chicago which paid $100 a 
month in case of injury and double in- 
demnity, or $200 a month, if the acci- 
dent occurred in “a private passenger 
automobile exclusively of the pleasure- 
car type.” 

The high court upheld the Grayson 
county district court and overrruled the 
Dallas court of civil appeals. 

“The testimony and the photographs 
of the jeep in the record,” the opinion 
said, “show that it is a rugged, uncouth 
vehicle without beauty of line or body, 
with no suggestion of comfort and ob- 
viously intended for hard service rather 
than for pleasure.” 

Pennell, who used the jeep to carry 
mail, owned first a Chevrolet and then 
an Oldsmobile for a family car, it was 
noted. 

A dissenting opinion held that the 
jeep was a pleasure vehicle. Justice 
Sharp said that the fact that the vehicle 
had a four-wheel drive might make it 
more of a pleasure to a hunter or fish- 
erman. 





The Fairwood shopping center at 
Cleveland is the latest merchandising 
development financed by Pacific Mutual 
which has also financed similar projects 
at Canton, O., Salem, Ore., and Los 
Angeles. 


Atlantic Actuaries 
Elect Immerwahr 


At the fall meeting of the Middle 
Atlantic Actuarial Club at Richmond 
Va., George E, Immerwahr, Monumep. 


tal Life, was elected president. Also 
elected were Dorrance C. Bronson, 
Wyatt Co., vice-president; Helen R 


Gibson, Monumental Life, secretary. 

Maurice H. LeVita, actuary, Mary. 
land department, spoke on “Problems 
Arising for a Life Company Entering 
the A. & H. Field.” Mr. LeVita pointed 
out the problems of surplus investment, 
manpower shortage, underwriting pol- 
icy, and claim administration which a 
company faces. He believes there js 
need for standardization of A. & 
contracts into a limited number of prin. 
cipal forms and endorsements. 

Following a club custom, the outgoing 
president, Thomas P. Bowles, Jr., spoke 
on “The Actuary and His Attitude 
Toward His‘Job.” Mr. Immerwahr gave 
a paper on “Miscellaneous Questions on 
the New Convention Annual Statement,” 
and Arthur B. Ambler, Jr., associate ac- 
tuary of Acacia Mutual, presented a 
report on the recent Toronto meeting of 
the Society of Actuaries. 

The last topic on the agenda was a 
symposium on “Work-saving Procedures 
Recently Adopted.” Representatives of 
Baltimore Life, Acacia Mutual, Pilot 
Life and Jefferson Standard took part, 





Report Shows Insurance 
Role in Liquid Savings 
WASHINGTON—The securities and 


exchange commission, reporting on in- 
dividual savings during the second 
quarter of April-June, 1951, said that 
insurance and pension reserves consti- 
tuted the largest form of liquid saving 
as they have in most of the post-war 
period. Private insurance increased by 
$900 million, approximately the same 
amount as in the corresponding period 
of last year, according to the commis- 
sion report. Government insurance and 
pension funds grew by $1.2 billion, the 
report says, adding that this is the 
largest quarterly increase since the third 
quarter of 1945. It is pointed out that 
the new figure primarily reflects the 
greater accumulations in social security 
funds due to the high level of employ- 
ment. 





Benofsky Forum Speaker 

Richard Benofsky, general agent of 
Mutual Life at Oakland, Cal., is to dis- 
cuss “Life Insurance as an Investment” 
Nov. 14 at the final session of the invest- 
ment Forum, sponsored jointly by East 
Bay Life Underwriters Assn., San Fran- 
cisco Stock Exchange and Oakland Real 
Estate board. The forum consisted of 
six weekly sessions with speakers on 
various types of investments for the indi- 
question and answer period. 


AGENCY MEN 
AVAILABLE 


ASST. AGENCY DIRECTOR — 39 — 
fifteen years field and home office ex- 
perience — college graduate — very 
capable. 





AGENCY SUPERVISOR — 39 — 
College degree — 10 years life and 
accident and health home office ex- 
perience—comes well recommended. 
For particulars write 


FERGASON PERSONNEL 
330 S. Wells Street, Chicago 6, [linois 
HAsrison 7-9040 
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BANKERS L. & C. HEARING 
Review Investment, 
Advertising and 
Claim Practices 


A comprehensive review of the in- 
vestments, advertising and claim prac- 
tices of Bankers Life & Casualty fea- 
tured the two-day open hearing at Chi- 
cago called by the Illinois department, 
which invited all of the other states 
in which the company operates to par- 
ticipate. Indiana, Ohio, Michigan, Min- 
nesota, Florida, Colorado, Montana and 
West Virginia had one or more repre- 
sentatives in attendance. 

Probably the greatest part of the 
time was consumed by questions taking 
up in detail the figures on certain invest- 
ments as shown in an examination re- 
cently completed. In his summing-up 
at the conclusion of the hearing, Di- 
rector Day of Illinois said on this point 
that some of the investments apparently 
do not meet the requirements of the 
Illinois code but that some others which 
were questioned probably could be 
worked out. He said the welfare fund, 
set up for the benefit of employes, 
should be separated from the general 
assets of the company. 

Criticisms of Advertising 

Criticisms on the advertising side 
were directed toward the “White Cross” 
plan, including a recital of difficulties 
which it has caused for a White Cross 
Hospital in one of the states where 
Bankers L. & C. operates; the use of 
such words as “amazing” and “new” in 
describing it; the date carried as the 
one when the company was founded, 
and statements in a broadcast carried 
several years ago, later withdrawn from 
the air, which Bankers’ officials con- 
tended were correct at the time of the 
broadcast. 

They declared that the use of cer- 
tain phrases had been legitimatized by 
custom and usage and that they should 
not be ruled out unless there are some 
uniform standards set up for general 
application. Miss Zeta Stone, Illinois 
department attorney, recalled that cer- 
tan rules on advertising were set up 
by N.A.I.C. in 1948. President John 
MacArthur of Bankers L. & C. said it 
has always complied with those rules. 
He also said that when any commis- 
sioner has objected to anything in its 
advertising, it has been withdrawn in 
his state. He conceded, however, when 
It was called to his attention, that he 
would have to make an exception for 
Towa. 

Mr. Day said he did not regard the 
“White Cross” as objectionable, if it is 
made plain that it is written by a com- 
mercial company, when “Blue Banner,” 
“Blue Star” and other similar combina- 
tions are already in use in Illinois. He 
said, however, that he would not be 
foreclosed from offering objections to 


advertising that may be used in the 
uture, 


Comparison of Loss Ratios 


Bankers L. & C. put into the record 
as its answer to charges regarding low 
Oss ratios a pamphlet entitled, “Let’s 
ok at the Record,” which cited the 





3 fatios of nine other companies writing 
— 39 A. & H. business, They were listed 
ice ex- m the pamphlet merely as Company A, 
- very » ©, etc, but the names of the com- 
Panies which these letters represented 
Were read into the record, showing that 
most of them are well up toward the 
39 —| | top in total premium volume. 
e and he question was raised as to whether 
e ex- Be usinéss of the companies whose 
nded sures were cited was comparable to 
| | that written by Bankers L. & C. Officials 
% that company said they considered 
that it was. 





Posed 


quiries on claim matters from other de- 
Partments 


answered promptly. 


Mr. Day said his department was op- 
{0 excessively low loss ratios and 
at it will continue to insist that in- . 


Or policyholders shall be 





- A considerable portion of the first 
day of the hearing was devoted to ques- 
tions involving the status and value of 
the employe welfare account of Bankers 
Life & Casualty. Mr. MacArthur de- 
scribed how it had been decided to ear- 
mark a portion of the company’s assets 
as the employe welfare account to 
start building informally for a later re- 
tirement program for the employes. He 
said that at the outset of the project 
there were not enough people with 
enough service to make a formal re- 
tirement plan for employes desirable. 


He reported that application has been 
made to the wage stabilization board 
and the internal revenue bureau in pre- 
liminary steps to translate this informal 
employe welfare account into a pension 
fund system for company employes. 
Day of Illinois and some of the others 
present expressed concern over whether 
or not the ear-marking of funds for 
the informal employe benefit account 
left them as assets. Mr. Short, counsel 
for the company, indicated that in his 
opinion they were not assets of the 
company, but the matter was one which 


he did not see any necessity for settling 
legally, because the pending pension 
program will change the picture. Mr. 
Day made it clear that the reason for 
his concern over the investments made 
by the employe welfare account is that 
if they are assets of the company they 
are hardly in line with the customary 
investments of an insurance company. 
Mr. MacArthur, in answer to ques- 
tions by Miss Stone, Illinois depart- 
ment attorney, and W. H. Annat of 
Ohio, said that the funds of the em- 
(CONTINUED ON PAGE 18) 
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LIAMA Graduates 
Elect Florer At 
Atlantic Meeting 


Herbert V. Florer, Aetna, Boston, was 
elected president of the Atlantic Alumni 
Assn., embracing graduates of L.IA.- 
M.A. schools in agency management, at 
its annual conference at Rye, N. Y. Mr. 
Florer succeeds Arthur V. Youngman, 
Mutual Benefit, New York City. Other 
officers named at the meeting were John 
D. Marsh, Lincoln National, Washing- 
ton, D. C., vice-president; M. Roos 
Wallis, Equitable of Iowa, Philadelphia, 
secretary. Named to the executive com- 
mittee were Erle B. Renwick, Phoenix, 
Portland, Maine; Roy Gundersdorff, 
Equitable of Iowa, Newark, N. J.; John 
W. Boynton, Massachusetts Mutual, 
Baltimore; Edgar M. Robinson, New 
York Life, Albany, N. Y. 

With President Youngman presiding 
at the opening session attended by 
about 100 men, Robert B. Coolidge, vice- 
president of Aetna Life, opened the 
meeting with a discussion of the prob- 
lem of turnover among agents. 

“I’m afraid that the turnover of 


agents will always be high,” Mr. Coo- 
lidge said. “The fact is that most men 
cannot succeed as life underwriters. 
I have no idea what the percentage 
might be, but probably not over one 
man in fifty could really make a go 
of it.” 

A feature of the afternoon session 
was a panel discussion conducted by 
Mr. Florer. Participating were Robert 
B. Pitcher, John Hancock, Boston; Kent 
Babcock, Aetna, Philadelphia; Mr. 
Youngman; Charles W. Campbell, Pru- 
dential, Newark; Ben Simon, Lincoln 
National, Norfolk; Paul H. Conway, 
John Hancock, Syracuse, N. Y.; H. 
Fred Monley, director of schools, 
L.I.A.M.A.; Edgar M. Robinson, New 
York Life, Albany, and M. Roos Wallis. 


Osborne Bethea Is Speaker 


The first speaker Friday morning was 
Osborne Bethea, formerly a Penn Mu- 
tual general agent in New York, and 
recently appointed manager of a Pru- 
dential agency in New York. Mr. Bethea 
made the point first that because no 
two men sell alike, or build alike, it 
might be a mistake for a manager to 
adopt totally the successful ideas used 
by another manager. 

“Planning is first in management of 
an agency,” Mr. Bethea said. “Planning 
is the peg upon which successful agency 


operations are placed. You must plan 
for the success of each man in your 
agency, for agency success is nothing 
but the success of the individuals in it. 
Further, you must plan to make your 
agents agency-minded, that is, they must 
have the good of the agency in mind at 
all times.” 


Warns Against “C” Men 


John W. Boynton, Massachusetts Mu- 
tual, Baltimore, warned his fellow man- 
agers to beware of “C Men,” those men 
who score only “C” on the aptitude in- 
dex, the L.I.A.M.A. selection device. 
These men, he said, “are not worth the 
gamble” they make you take in betting 
on their ultimate success. f 

“The most expensive thing we do is 
put a man in the life insurance business 
who later fails,’ Mr. Boynton declared. 

Speaking on the subject of morale and 
motivation, Edward L. Reiley, Mutual 
Benefit, Philadelphia, urged his fellow 
managers to re-read the “morale studies” 
published some years ago by L.I.A.M.A 
The basic ideas contained in these 
studies, he said, “are as true today as 
they were when they were written.” _ 

“Proper selection and post-selection 
are of course the basis for good morale 
and motivation,” he declared. “But you 
need to build on that basis. Adequate 
training, friendly and helpful assistance, 









Liberal Juvenile Contracts 















ard risk. 


With his complete line of liberal Juvenile contracts, the 
LNL representative can offer his prospects for Juvenile 
insurance the popular educational endowments, and Life, 
Retirement, and short term Endowment plans down to age 
one day. Full death benefits are provided from age one year. 
The parent retains control of the policy, and the popular 
Payor benefit may be added even if the parent is a substand- 


This complete line of liberal Juvenile contracts provides 
another reason for our proud claim that LNL is geared to 
help its field men. 


The 
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Fort Wayne 1, Indiana 
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opportunity for growth—these and many 
more things you must do. You cannot 
ever stop working at development 9 
morale and motivation; if you do, yoy 
lose something that you may Never be 
able to regain.” : 

Charles J. Zimmerman, managing q- 
rector of L.I.A.M.A., summarized the 
meeting.. 


Gratuitous Indemnity for 
UMT Trainees Proposed 





WASHINGTON — Trainees undef j 
the plan of universal military training} ; 


recommended by the national security 
training commission, provided it is ap 
proved by Congress next winter, will re. 
ceive protection of the gratuitous ip 
demnity system up to $10,000 such a 
now applies to members of the armed 
forces. 

This protection would apply during 
the proposed six months training periog 
under UMT, also for 90 days after the 
end of such period. 

However, the proposed legislation 
would not extend to UMT trainees the 
right to National Service Life insurang 
protection after the nine months. Present 
armed forces personnel have that op. 
portunity. 

The commission recommends th 
UMT trainees be prohibited from tak 
ing out NSLI coverage after their train. 
ing period unless they are called int 
active military service; that sing 
trainees would not actually be engage 
in military service during the nim 
months period, they should not hay 
that privilege. 

It is understood the commission hai 
correspondence with life insurance in 
terests before preparing its report, an 
that objection was raised by those in 
terests to allowing UMT trainees to 
obtain NSLI coverage following the 
training period, unless they becom 
part of the regular military establish 
ment. 

The commission also recommende 
that trainees should get the benefits of 
the soldiers and sailors civil relief act 
including government guarantee of pay- 
ment of premiums on their commercul 
life insurance policies. 

It was further recommended trainees 
have benefits under the federal em 
ployes compensation act, if injured dur 
ing training, instead of being turned ove 
to veterans administration for care, a 
in the case of military service per 
sonnel. The former benefits are not 
so great as VA’s. 


Record Month for Ramsey 


The Ramsey agency of Connecticut 
Mutual at Chicago had its biggest month 
in history during the September drive 
to honor Vincent B. Coffin, senior vice 
president. The agency total was $1,129; 
000. The two volume leaders in tht 
entire company were from the Ramsty 
agency, Orville H. Vincent with a vo 
ume of $305,000 and Edward A. Bruck, 
with a $304,700 volume. James F, Ram 


Voort, assistant general agent were twi 
others from the agency who_ won it 
vitations to the anniversary dinner fo 
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Association Leaders Confer 


Officers and executive committe 
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general, district and special agents’ asst 
ciations conferred with company official 
at the home office. Sales, advertising 


relations | 
Poicsyowr 


he pro 


promotion, agency operation and oth peman t 


plans for 1952 were discussed. 





Woos Insurers 


lest of an 
company. 
Savings is 
and “you 


A campaign designed to_ interest it} can help ¢ 
surance companies in locating main “| successful, 


branch offices at Saranac Lake, 


is being made by the Chamber of Com} ll. Code 


merce there. 


The Illi 


A cosmopolitan resort and_healllfthe publis} 


community of 7,000 persons, 


araléance code 


Lake offers several attractive featut§Burdette ; 
especially an exceptional labor suPP¥™ook will , 








er 2, 1951 


——_—_ 


November 2, 1951 


LIFE INSURANCE EDITION 





9 





ee 





an cant! “Welfare Mate” Used 


lopment of 


ou do, val gg Advertising Basis 


y never be 


anaging dj. by LIAMA Leader 


tarized the} WILLIAMSBURG, VA.—Every one 
in life insurance has the job of helping 


lorify the welfare mate, instead of 
for the welfare state, Charles J. Zimmer- 
sed man, managing director of L.I.A.M.A., 


told Life Advertisers Assn. The “wel- 
nees underf fare mate,” Mr. Zimmerman explained, 
ry training} js “the fellow who is taking care of 


of that part of the Smith-Hurd, Illinois 
revised statute which contains the laws 
provided by the insurance code, and 
secondly, the miscellaneous insurance 
laws that are found in the various sec- 
tions of the Illinois revised statute. 
Orders should be placed with Burdette 
Smith. 





Special Session in N. J. 
Governor Driscoll has announced that 
he will call the New Jersey legislature 
into special session shortly after the 
election for revision of some state laws, 
including temporary disability benefits. 


Expect Large Turnout 
for Sullivan at Chicago 


An exceptionally large turnout is ex- 
pected for the luncheon of the insurance 
group of Union League Club of Chicago, 
Monday, Nov. 5, since the speaker is 
the president of National Assn. of In- 
surance Commissioners, Frank Sullivan 
of Kansas. There will be a reception at 
noon, preceding the luncheon. Roy L. 
Davis of Assn. of Casualty & Surety 
Companies, is chairman of the group. 
Mr. Sullivan will speak on current prob- 


lems facing the insurance world, espe- 
cially the research activity of federal 
trade commission in insurance affairs. 


Publish Woodson Collection 


Insurance R. & R. has published two 
different types of editions of a book 
by B. N. Woodson titled, “More Power 
to You.” The book is a collection of 
52 essays and editorials by the manag- 
ing director of National Assn. of Life 
Underwriters. It is available for either 
$1.35 soft-bound or $3.45 per copy, hard- 
nan at any National Underwriter Co. 
office. 
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the security of his family himself, 
through his own initiative and without 
dependence on government subsidy.” 

Mr. Zimmerman suggested that there 
gre three major areas where greater 
public relations is needed, field relations, 
policyowner_ relations aad community 
relations. “The public relations man can 
exert a great influence on improving 
relations with the field,” the speaker 
said. “He can do this by improving serv- 
ice to the field, giving them better sell- 
ing tools, and giving them the recogni- 
tion they deserve. There are many, 
many more things you can do.” — 

The life insurance agent, said Mr. 
Zimmerman, “has several basic prob- 
lems. First, he has competition, just 
as all salesmen have; he competes with 
other products, other types of security, 
both governmental and private. The 
agent, said the speaker, also has the 
problem of low earnings at the start of 
his career. 

Prospecting, No. 1 Problem 

“But the biggest problem an agent 
has is prospecting,” said Mr. Zimmer- 
man. “If he can lick this problem, he 
has gone a long way toward licking his 
other problems. The public relations 
man can help the agent prospect; he can 
help in many ways, thus helping to im- 
prove field relations. d 

“In the field of policyowner relations, 
there lies awaiting all of us a great op- 
portunity. The field is largely unworked, 
providing an even greater stimulation to 
those of your companies who will tackle 
the job. 

“The easiest man to sell is the man 
you've already sold. Every agent under- 
stands this. Why not resell your own 
policyowner, instead of inviting some 
other company to do it? Companies 
need to tell their policyowners what the 
company is doing for the community in 
which the policyowner lives. For ex- 
ample, I know of a company that has 
$8,000,000 invested in the improvement 
of Seattle, Wash. But do the people of 
Seattle know that the company has in- 
vested this amount in Seattle? No, they 
do not. 

“In the field of claims, there is a 
great opportunity to build good rela- 
tions with your policyowners. Just ask 
yourself this question: Do your policy- 
owners know how much your company 
pays out in claims in their local com- 
munity ? 

“Let’s consider visits of home office 
executives to agencies for a moment. 
Why cannot the medical officer, when 
he comes to visit an agency, set up a 
meeting of local doctors? Investment 
men could plan a similar event. When 
the president visits an agency, why not 
have him meet with local leaders? Such 
meetings would afford an opportunity 
to tell your company’s story to groups 
you are not reaching now. 

These are only a few opportunities 
for extending your company’s public 
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relations in these areas of the field, the 
Poicsyowner and the local community.” 

The problem of distribution, Mr. Zim- 
Merman told the advertisers, is the cost- 
lest of any operation of a life insurance 


company. The greatest opportunity for 


savings is in the agency department 


_}and “you help in reducing costs if you 
interest 1} cai 
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LIFE AND QUALIFYING MEMBERS 


DANIEL AUSLANDER, CLU, New York City 
MEYER L. BALSER, Atlanta, Ga. 

NATHAN S. BIENSTOCK, Jackson Heights, N. Y. 
JOHN E. BROMLEY, CLU, Battle Creek, Mich. 
JOHN E. CLAYTON, Short Hills, N. J. 

RUSSELL W. DOZIER, CLU, Oklahoma City, Okla. 
DICK EVANS, Pasadena, Calif. 

LEOPOLD V. FREUDBERG, CLU, Washington, D. C. 
GEORGE M. GALT, Pittsfield, Mass. 

HENRY W. HAYS, CLU, Rochester, N. Y. 

ROYSE W. JACKSON, Grosse Pointe, Mich. 

E. LEIGH JONES, CLU, Huntington Woods, Mich. 


' RICHARD J. KATZ, Rochester, N. Y. 


CHARLES G. KEEHNER, Berkeley, Calif. 
DONALD K. KISSINGER, CLU, Decatur, III. 
MORRIS LANDWIRTH, CLU, Peoria, Ill. 

RALPH E. LOEWENBERG, New York City 
DAVID MARX, JR., Atlanta, Ga. 

ALBERT M. PALMER, Coral Gables, Fla. 
CLARENCE E. PEJEAU, CLU, Rocky River, Ohio 
C. LAMONT POST, CLU, New York City 
HAROLD L. REGENSTEIN, Bedford Village, N. Y. 
JOHN M. RUSSON, Los Angeles, Calif. 
CHARLES H. SCHAAFF, CLU, Longmeadow, Mass. 
LAWRENCE E. SIMON, New York City 

WAYNE M. TROSTLE, Cleveland, Ohio 


LIFE MEMBERS 


JOSEPH J. COBURN, Grosse Pointe, Mich. 
R. U. DARBY, Middletown, Md. 
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LIFE MEMBERS, Continued 


HARRY I. DAVIS, Atlanta, Ga. 

HENRY G. MOSLER, Los Angeles, Calif. 

A. JACK NUSSBAUM, Milwaukee, Wis. 

NED G. PATRICK, CLU, Omaha, Neb. 
RODERICK PIRNIE, Barrington, R. I. 

ROBERT K. POWERS, CLU, Spokane, Wash, 
GEO. PAUL ROBERTS, Elizabeth, W. Va. 
GEORGE H. SCHUMACHER, Shaker Heights, Ohio 
MAX SLATER, Chestnut Hill, Mass. 

CALEB R. SMITH, Ft. Lauderdale, Fla. 

JAMES H. SMITH, JR., Pacific Palisades, Calif. 
BARRY B. STEPHENS, La Canada, Calif. 
ALFRED D. WHITAKER, East Providence, R. I. 
HARRY R. VAN CLEVE, CLU, Glendale, Calif. 

J. HAWLEY WILSON, CLU, Oklahoma City, Okla. 


QUALIFYING MEMBERS 


GEORGE F. BRYON, Roslyn Estates, N. Y. 
CHARLES C. CLARE, New Haven, Conn. 
CHARLES A. CLEMENTSON, JR., Winter Park, Fla. 
TRACY E. DAVIS, Columbus, Ga. 

THEO. M. GREEN, CLU, Oklahoma City, Okla. 
BENJAMIN F. HEALD, Cincinnati, Ohio 

NATHAN KARNIBAD, Savannah, Ga. 

C. HARRISON MEYER, New York City 
MAURICE T. PAINE, Northfield, Ill. 

ANGUS B. ROSBOROUGH, CLU, Jacksonville, Fla. 
ROBERT M. SAVILLE, Plainfield, N. J. 

JOHN W. STEPHENS, JR., Savannah, Ga. 


(Cities of residence given above) ; 


assachusett Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 











10 


FteNATIONAL UNDERWRITER 


November 2, 19}; 








ee 


EDITORIAL 


COMMENT 


PERSONALS 





Lesson for Defense Department Brass 


A recent series of feature articles in 
the Chicago Daily News lambasted the 
army air force, particularly the officers 
in command at Keesler air base, for not 
putting a crimp in gamblers’ activities 
near Keesler air base in Mississippi. One 
of the articles pointed out that the air 
force could drop an atomic bomb on the 
Kremlin tomorrow but is afraid to tangle 
with the underworld crumbs of New 
Orleans and the Mississippi coast who 
are taking millions of dollars a year 
from the 30,000 teen-agers stationed at 
the air base electronics school. The 
writer states that the military officials 
are afraid to offend “solid citizens” and 
politicians by driving out the racketeers, 

Doubtless the air force brass inten- 
sively dislikes this kind of accurate 
markmanship, for it is not of a type 
that can be silenced by bombing or 
strafing. But to the air force in par- 
ticular and the Defense department gen- 
erally, the newspaper articles may serve 
as a sample of what can happen when 
part of the military set-up fails in its 
responsibility not only in the matter of 
gambling but other fields as well. 

Specifically, the lesson is that if some 
crusading reporter starts hammering at 
the military’s policy toward unlicensed 
life companies and agents there may be 
even more of an uproar than about the 
gambling scandals. 

In refusing to enforce respect for 
state licensing laws where military 
establishments are located on ceded ter- 
ritory, those in charge are laying them- 
selves open to criticism that could be 
far more severe and even more abun- 
dantly justified than what has been hit- 
ting the commanding officers at Keesler 
air base. 

After all, while it is a shameful thing 
for youngsters to be subjected to high- 
powered inducements to gamble away 
their earnings, it could be said that it’s 


their money and if they want to spend it 
foolishly, that is their privilege. At the 
worst, the victims know where they 
stand when they get through with the 
gamblers. If they are broke, they are 
under no illusions about it. They are 
not lulled into relying on a belief that 
they have a valuable asset when there 
is a good chance that it will be worth- 
less just when it is most needed. 

Weak life companies that write non- 
war clause policies on military personnel 
virtually exclusively have been accused 
of gambling with their own solvency. 
If such companies are lucky enough to 
experience only such losses as they can 
meet without impairment it will doubt- 
less be difficult to work up much criti- 
cism against those responsible for let- 
ting them operate in this way. How- 
ever, should there be a concentration of 
mortality, such as might easily occur 
where business has been written in 
such a concentrated field, there would 
be plenty of justified criticism for those 
responsible for letting it happen. The 
consequences to those responsible in the 
armed forces could be far more un- 
pleasant than the newspaper attacks to 
which the top brass at Keesler field have 
recently been subjected. 

If a newspaper can stir up such a 
hornet’s nest over the mulcting of serv- 
ice men by underworld gamblers, it 
doesn’t take much imagination to see 
how much bigger a case could be made 
out against commanding officers who, 
by their inaction, had been responsible 
for men under their command buying 
insurance that through unsound under- 
writing could pay off only a few cents 
on the dollar. If the responsible officers 
of the armed forces can’t see what may 
be in store for them in such an even- 
tuality, they should lose no time in 
finding it out. The whole life insurance 
business has a stake here. 


Service with a Capital “S” 


At insurance conventions we _ hear 
much about the “service” that an agent 
owes to his policyholders and should 
contribute to them as a part of his 
work. We often wonder whether this 
talk is not largely academic. After all 


The Magic of Profit 


The man who is making a profit out 
of his work has an incentive to go 
ahead. Any concern that is losing does 
not have the momentum or driving 


rendering service is a positive, con- 
structive, intelligent thing. An agent 
must realize that his commission is not 


earned until all proper service is 
rendered. Service really means _per- 
formance. 


power that is necessary for advance- 
ment. We are all entitled to earn a 
profit on our labor. The profit element 
is important in business. 





J. O. Carter, Jr., vice-president and 
treasurer of Provident Life & Accident, 
was honored at a luncheon at Chatta- 
nooga for 35 years with the company. 
He was presented a gift by President 
R. J. Maclellan. 


Dr. J. E. Walker, president of Uni- 
versal Life, Memphis Negro company, 
was presented an achievement award by 
40,000 Texas Negroes at the Texas State 
Fair, Dallas. 


Dr. J. L. Blakefield, public relations 
director of Liberty National Life, will 
discuss how the restrictions of a semi- 
war economy will affect American busi- 
ness in 1952 at the convention of the 
American Finance Conference at Chi- 
cago Nov. 13-14. 


Capt. James J. McCabe, an air force 
fighter pilot and formerly St. Louis 
agent for New York Life, was recently 
rescued from behind enemy lines in 
Korea by helicopter. Capt. McCabe was 
strafing an enemy position from a low 
level when his plane was hit by anti- 


DEATHS 


HERBERT K. LINDSLEY, 77, the 
founder of Farmers & Bankers Life of 
Wichita and presi- 
dent from 1911 to 
1947, died at his 
home there. Death 
came unexpectedly 
while he was host 
at his traditional 
Hallowe’en party 
for neighborhood 
children. Although 
retired, he remained 
a finance committee 
member and a di- 
rector of Farmers & 
Bankers. 

He served a term 
in the Kansas leg- 
islature, and was a past president of the 
American Life Convention. 

He is survived by two sons, Herbert 
P. Lindsley, Wichita general agent for 
Occidental Life, and Robert K. Lindsley, 
formerly with radio station KFBI, now 
in the oil business. 


JOSEPH L. NORMAN, 49, Jefferson 
Standard district manager in Bremerton, 
Wash., died in Oakland. Since starting 
with Jefferson in 1940, he qualified for 
the Million Dollar Round Table four 
times. 


MAURICE H. STEARNS, 72, 
former general agent for John Hancock 
at Providence, R. I., died at his home 
there. He was a Hancock general agent 
from 1907 to 1947. He was a past presi- 
dent of the Rhode Island Life Under- 
writers Assn. and served as its national 
committeeman for 30 years. 


E. J. THOMAS, retired general agent 
of Northwestern Mutual Life, died at 
his home at San Francisco after a long 
illness. He started as an agent of that 
company at the age of 20 and soon be- 
came a member of the firm of Smith, 
Thomas & Thomas, which was named 














. ' 
H. K. Lindsley 


general agent in 1907. E. J. Thoma 
following the retirement of the othe 
partners, one of whom was his brother, 
became sole general agent in 1924. 





retired as general agent in 1934 becany 
of his health but continued servicing olj 
clinets until stricken with a heart a 
tack in 1947. He was succeeded by th 
present general agent, R. J. Shipley. 

DANIEL O’SULLIVAN,,. 78, one gj 
the founders of the former Natio 
Life, died at his home in Normandy 
Mo. 

FLOYD E. HOLLAND, 65, of Al 
gan, Mich., district agent since 1934 fo 
Mutual Life, died at University hospita 
Ann Arbor, following a long illness. 


MRS. ZELLA I. SWANSTROM, 46, wit 
of Gerald M. Swanstrom, general coungs 
of Northwestern Mutual Life, died at, 
Milwaukee hospital after a short illneg 


OBSERVATIONS — 


Modern Day “Rover Boys" 


In most large cities there is alway 
a group of agents who are “broke’ 
or almost that way. They are in dey 
to a general agent and nearly alway 
have been. The G.A. they are current 
with has become philosophical aboy 
them. He lets them stay so long as th 
debt doesn’t get any larger. Then ther 
is always that hope that they will final 
begin to click. ; 

When a new G.A. is apointed th 
marginal boys crop up in his office j 
fairly fast order. Generally they hay 
fine stories to tell, better than an 
motivating story they ever told a pros 
pect. They say that the other gener 
agent didn’t understand them, that “Th 
wife was sick and that kept me at home 
but she is getting better now,’ o 
“IT want to make a fresh sstart,” “| 
couldn’t get going with that company, 
“You’re the kind of guy I want to bk 
with”, I’m going to get serious nov, 
take L.U.T.C., etc,” and so on a 
infinitum. They know that the new GA 
is interested in agency expansion and 
since, in any event, he doesn’t want to 
make any enemies, they can always get 
an interview for their sad story. Some. 
times the G.A. bites, sometimes le 
doesn’t. 











New Competition for Time 


If very much life insurance was sol 
in the New York City area early in 
Oictober it must have been in the midst 
of a huddle around a radio or television 
set. Even though the World Series 
lacked the wallop of the Giant-Dodgers 
playoff it too managed to take most 
everyone’s attention off his work. 

Home and agency officers had a great 
influex of portable radios. The games 
took up most of the afternoon but every- 
one had to talk them up all morning to 
get into the proper frame of mind. The 
games started shortly after lunch 90 
there were many long lunch hours o 








Charles T. Hellmuth has been name 
to the newly created post of assistant] 
group sales manager for Lincoln Ne 
tional Life. 


A brochure describing the speaker’ 
bureau service of L.I.A.M.A. has beet 
mailed to more than 500 college deats 
and placement officers. 
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early afternoon departures. Some of the - s Great Southwest Life is just entering 
jucky insurance men even had tickets Mutual Trust Managers 1952 Line-Up the A. & H. Field, and Mr. Saffert has 
for the games. Some of the larger . -— had much experience in that field as 
prokerage agencies bought up a supply 2 well as life insurance. 
of tickets for —— as soon as 
they went on sale. Tickets were present- N ° 

ew Pa. Directory Out 


ed to favorite producers. How many 
had the foresight to buy up the Giants 
tickets in advance? 





WSB Panel Differences 


Resentment has been expressed by 
two industry members of the wage sta- 
bilization board panel on group _in- 
surance against the four labor and pub- 
lic members of the same panel on the 
score that the majority made their rec- 
ommendations public before conferring 
on their report with the minority. The 
industry members contend that there 
was an agreement that the two sides 
would get together before any public 
mention was made of the contents of 
the majority report. 








Rapid Turnover 
Complicates Process 
of Fund Investment 


Institute of Life Insurance compila- 
tions show that the job of keeping 
policyholder funds invested is requiring 
4 more rapid turnover and has become 
increasingly complicated. There was 
about $5.50 in new investments re- 
quired in the first half of 1951 for every 
$1 of net gain and total assets. Where 
for a number of years the ratio of new 
investments to increase in total assets 
had been between two and three times, 
in the first half of 1951 the ratio jumped 
to between five and six times. Part of 
the reason for this was the exchange of 
the large issue of U. S. bonds involving 
close to $3 billion, but the acquisitions 
of other bonds and mortgages in the 
first half of the year were more than 
four times the increase in holdings, 

Life company new investments during 
the first six months amounted to $11,- 
197,000,000. The net increase in assets 
was only $2,035,000,000, which meant 
that $9,158,000,000 of the funds being 
invested came from maturities, ex- 
changes, refundings and sales of invest- 
ments previously made. 

There was $2,915,000,000 in new mort- 
gages made or purchased by the life 
companies in the first half of the year, 
but nearly $1 billion in mortgages went 
off the books through refinancing and 
pre-payments. 

he U. S. government securities ac- 
counted for the largest volume of turn- 
over in reinvestments. Holdings in such 
securities at the start of the year were 
better than $14 billion and new invest- 
ment in the securities during the year 
amounted to more than $5 billion and 
yet at midyear the total holdings of this 
type were under $13 billion because of 
Maturities, replacements, and sales of 
$7 billion. 


Mass. Mutual Contest Set 


Another quota-buster contest, spon- 
sored by the general agents of Massa- 
chusetts Mutual, will get under way 
Nov. 5 and continue to Dec. 5. The con- 
test objective is $42 million in written 
business,-a daily average of $1,355,000. 
Each agency and its agents will be 
assigned quotas. 





New Tax Circulars Issued 


WASHINGTON — The internal 
revenue commission has issued two 
Mimeographed circulars relating to the 

ASI tax. One calls attention to what 
Wages are exempt from the federal in- 
Surance contributions act taxes and to 
What wages such taxes apply in the case 
of organizations which have filed to 
ring certain of their employes under 
the system. The other circular describes 
a weekly withholding tax table combin- 
mg the employe tax under the federal 
Msurance contributions act and the fed- 





Here are the new officers of the Mutual Trust Managers Assn., elected at their recent 
meeting at Chicago: From the left are Bernard Dunlevy, 2nd vice-president, Springfield, 


Mass.; Bernard Bergen, Brooklyn, Ist vice-president; William Hesse, New York 


City, 


immediate past president; Harry D. Fagin, president, Decatur, IIl., and Harold Rapalee, 


Elgin, Ill., secretary-treasurer. 








eral income tax withholding from wages 
paid on and after Nov. 1. 


Walter Robinson, Ohio 
Superintendent, Stricken 


Walter Robinson, Ohio insurance su- 
perintendent, suffered a heart attack 
Tuesday and is in a hospital at Colum- 
bus. 


To Continue 1951 Scale 


Mutual Life is continuing this year’s 
dividend scale in 1952 but will pay a 
total of $20,790,000, about $690,000 
more than in 1951 because of more in- 
surance being in force with higher values. 
Payments have been approved tenta- 
tively by the board but are subject to 
final approval in January. 

Since 1945 the company has increased 
its dividends by more than 44%, or 
about $6,390,000. 


Mutual Trust Names Comfort 


Mutual Trust Life -has appointed 
Donald M. Comfort general agent at 
Allentown, Pa. He has 11 years of field 
experience and has been Massachusetts 
Mutual district manager during the past 
year at Allentown. Formerly he was 
with Massachusetts Mutual at Oneonta, 
N. Y. His initial experience was with 
John Hancock at Elmira, N. Y. 











Life Payments Increase 


Institute of Life Insurance records 
show that life insurance payments to 
American families in the first eight 
months of 1951 totaled $2,689,175,000, 
an increase of $194,950,000 over last 
year. 


N.A.LC. Committee Changes 


National Assn. of Insurance Commis- 
sioners has appointed Murphy of Dela- 
ware chairman of the social security 
committee. Superintendent Longshore of 
Alabama has been named to the casualty 
and surety and taxation and real estate 
committees. 


William W. Cary, secretary of the 








Convention Dates 


Nov. 8-10, Institute of Home Office Un- 
derwriters, annual meeting, Edgewater 
Beach hotel, Chicago. 

Nov. 12-16, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

Dec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 
York City. 

Dec. 11-12, Life Insurance 
America, annual meeting, 
Astoria hotel, New York City. 

Dec. 18, Institute of Life Insurance, 
annual meeting, Waldorf-Astoria hotel, 
New York City. 





Assn, of 
Waldorf- 


1952 
March 17-19. Small companies spring 
conference of LJI.A.M.A., Edgewater 


Beach Hotel, Chicago. 

May 12-14, large companies spring con- 
ference of .I.A.M.A., the Greenbrier, 
White Sulphur Springs, W. Va. 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 


board of Northwestern Mutual, dis- 
cussed “Inflation” at a luncheon meeting 
of the Milwaukee Tymo Service Club. 


Satfert to Great Southwest 


Arthur W. Saffert has been appointed 
actuary of Great Southwest Life of 
Phoneix, Ariz. He has been assistant 
actuary of Old Line Life of Milwaukee 
and for several years has been active 
in Insurance Accounting & Statistical 
Assn. 





The Pennsylvania Insurance Directory 
for 1951, published by U. S. Review 
Publishing Co., Philadelphia, is now off 
the press. 

The directory has agency listings ar- ~ 
ranged alphabetically by towns and 
cities. The 1951 edition is considerably 
enlarged and contains 804 pages. It sells 
at $12 a copy. 


Seattle Hears Panel 


Seattle managers heard a panel of 
speakers on “Training the New Man 
After the First Month.” Speakers were 
Bernard J. Lenoue, manager, Business 
Men’s Assurance; Edward Banker, Con- 
necticut Mutual, William Dunkak, man- 
ager, Acacia Mutual. 





To Probe “Gyp” Insurers 


A full scale investigation of California 
“gyp” health insurers has been ordered 
by the assembly committee on finance 
and insurance. A hearing will be held at 
Los Angeles. 

Complaints have beeen made that some 
companies sell health or hospitalization 
policies and then provide grossly inade- 
quate benefits, or none at all. 
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AMONG COMPANY MEN 





U. S. Life Appoints Stoughton 
to Home Office Group Post 


Jason E. Stoughton has been ap- 
pointed director 
of group sales and 
service for United 
States Life. 
entered the 
ness in 1940 as dis- 
trict group man- 
ager for Connecti- 
cut General in 
Baltimore. Most 
recently he has 
been acting as a 
regional group 
sales supervisor for 
State Mutual in 
New York City. 
He is a graduate 
of Ohio Wesleyan and an army veteran. 





J. E. Stoughton 





Home Life Promotes Charles 


Edwin M. Charles has been appointed 
assistant manager of agencies of Home 
Life of New York. Prior to his appoint- 
ment he was assistant manager of the 


Oshin agency in New York City where 
he began in 1946. He is a C.L.U. and 
a member of the New York state bar. 





New England Advances 
Three Medical Directors 


New England Mutual Life has ad- 
vanced Dr. Olin C. Hendrix and Dr. 
Milton H. Clifford from assistant to 
associate medical directors. Dr. 
Frederick R. Brown becomes the senior 
associate medical director. 

Dr. Hendrix studied at the University 
of North Carolina, and took his M.D. 
at Harvard. He served in both world 
wars, in the first as a seaman, and in 
the second as a captain in the Navy 
medical corps. He was surgical director 
at the Boston Tubercular Sanatorium 
for six years before joining New Eng- 
land Mutual in 1938 as assistant medical 
director. 

Dr. Clifford attended Harvard as an 
undergraduate, and received his M.D. 
there. From 1935 until 1942, when he 
was commissioned in the army medical 
corps, he was a practicing physician in 


Boston and an instructor at Harvard. 
He became an assistant medical director 
of New England Mutual in 1946. 





Lee Succeeds Calef as 
Columbian National V. P. 


Columbian National Life has elected 
Christopher F. Lee as a 2nd vice-presi- 
dent, accepted the 
resignation of Al- 
bert J. Calef as 2nd 
vice-president and 
auditor and ap- 
pointed Elwood A. 
Mallet as auditor. 

Mr. Lee has been 
with Columbian 
since 1925. He 
started as an ac- 
countant, served as 
A. & H. statistician 
and _ underwriter 
and manager of the 
A. & H. depart- 
ment. He has been 
active in International Assn. of A. & H. 
Underwriters and H. & A. Underwriters 
Conference. 

Vice-president Calef is retiring after 
47 years of service. He started with 
Columbian in 1904 in its third year of 





Cc. F. Lee 





Prudential Security Plans Sell Because They Serve 


14f Home Office: 
~ Newark, N. J. 








A home for keeps. That’s what Howard Benton has guaranteed his family. Even 
if he should die tomorrow, his Prudential mortgage insurance plan would provide 
enough cash to cancel his home mortgage. 
Benton has an $8,000 plan: 
e $2,000 of Whole Life Paid-up at 85 
e And a 20 year Decreasing Term rider for $6,000 


(initial amount) 
At age 32, this plan costs him less than $21.00 quarterly. 


Jim Sleight, Prudential man who sold this plan, says, “Give me Prudential’s 
Decreasing Term riders every time for closing mortgage insurance sales. They’re 
flexible, low cost, and easy to sell.” 


Prudential’s Decreasing Term riders are available for 10, 15, 20, or 25-year periods. 
Ask your Prudential Agency for details. 


The above facts are based on an actual case, but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Western Home Office: 
Los Angeles, Calif. 


Canadian Head Office: 
Toronto, Ont. 











operation. 

Mr. Mallet has been with Columbian 
35 years. He has been assistant auditor 
since 1917. 


American Management 
Assn. to Discuss Catastrophe 


A feature of the American Manage. 
ment Assn. insurance conference to be 
held in Chicago Nov. 15-16 will be a 
session on the morning of Nov. 16 on 
medical catastrophe coverage. E. B 
Whittaker, vice-president of Prudential, 
will explain the coverage; E. S. Willis, 
manager of the employe benefit plans 
division of General Electric, will tel 
why his company decided to go into the 
program and his experience with the 
plan, including an evaluation of the les. 
sons learned. The session will be held 
at the Drake hotel, commencing at 
9:30 a. m. 





Ross, Ill. Deputy, Resigns 


James Ross has resigned as deputy in 
the Illinois department, effective Nov. 1, 
His home is at Peoria and he was for- 
merly a prominent figure in the life in- 
surance business there. 

He was first in the department for 
three years under Nellis Parkinson, 
handling A. & H. and life policy exani- 
nations, then after being away for some 
time, he returned just before J. E. Day 
became director. 


Leslie Named Consultant 


Berkshire Life has appointed Robert 
L. Leslie as advanced underwriting con- 
sultant for field men. He has been with 





the company’s O’Brien agency in 
Albany, N. Y., as administrative vice- 
president. 


He started with Equitable Society 
in 1931 after a background in the invest. 
ment security field. He pioneered the 
L.U.T.C. courses in the Albany district 
and taught the course at Albany law 
school for three years. Mr. Leslie has 
served as president of Life Insurance 
& Trust Council of Eastern New York. 





Finn Joins Mass. Mutual 


William M. Finn, senior examiner in 
the Massachusetts department for 16 
years, has joined New England Mutual 
Life as a consultant on systems involy- 
ing budgets and accounting. 





Jefferson Standard Moves 


Jefferson Standard has_ promoted 
John W. Carson to assistant secretary, 
M. J. Jackson to associate manager of 
the mortgage loan department and 
Marvin T. Wynne to assistant manager. 
Mr. Carson started with the company 
in 1950 as medical secretary. Prior to 
that time he had been associated with 
Pilot Life as secretary and chief under- 
writer. Mr. Jackson has been with the 
mortgage loan department since 1936. 

Mr. Wynne was engaged in mott- 
gage loan work in Los Angeles and 
Houston prior to joining Jefferson 
Standard in 1947. 


McCuster Joins West Coast 


Owen McCuster, who has had ex- 
perience as an agent, agency supef- 
visor and lecturer on insurance at Unt 
versity of California at Los Angeles, 
has joined West Coast Life as director 
of sales promotion and training at the 
home office. 








Employers Life Appoints Three 

Employers Life has appointed R. B. 
Chadwick, former assistant secretary, 
vice-president and member of the board. 
L. A. Corcoran, vice-president, was also 
appointed to the board, and G. G. W. 
Hoover, vice-president, was named ex 
ecutive vice-president. 


Sidney A. Green has been elected vice 
presdient and actuary of Independent 
Life to succeed Walter Kirkpatrick, who 
has retired. 
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ASSOCIATIONS 





___NEWS OF LIFE 


Thore Honored at District 
of Columbia Meeting 


WASHINGTON—Eugene M. Thoré, 
general counsel of Life Insurance Assn, 
of America, received the Wilner award 
for “accomplishment and __ sustained 
activity in the interest of life insurance” 
at a meeting of District of Columbia 
Life Underwriters Assn. : 

John D. Marsh, Lincoln National, sec- 
retary Of the National association, out- 
lined the following program the associa- 
tion plans to promote in the interest of 
agents: (1) Increased commissions, (2) 
agent participation in service commis- 
sions, (3) improved relationship with 
other professions, and (4) to instill the 
proper concept of estate planning among 
agents. 


Set First Michigan Sales 
Caravan for Nov. 7-9 


Michigan Assn. of Life Underwriters 
will hold its first “sales caravan” in seven 
cities Nov. 7-9. The theme will be “How 
to Increase Our Sales.” 

Pontiac, ‘Flint and Saginaw will be 
covered the first day, Grand Rapids 
and Kalamazoo the second day and 
Jackson and Lansing the third day. 

Commissioner Navarre of Michigan 
and Mac F. Begole, Michigan associa- 
tion president, head a line-up of four 
speakers. The commissioner will talk 
on “Your State Insurance Department”; 
Mr. Begole on “What Your Association 
Means to You”; Harold O. Love of 
Love, Snyder & Lewis, Detroit law firm, 
on “Why You Can and Should Sell 
Business Insurance,” and John Calfa, 
Chicago agent of Prudential, on “Blue- 
print for Selling.” 


N. Y. City Nov. 8 Program 


Two speakers from outside the busi- 
ness join with a life insurance salesman 
to “make up the program for the Nov. 8 
educational meeting of the New York 
City Life Underwriters Assn. 

Elmo Roper, marketing consultant 
and public opinion analyst, will speak 
on “Inflation or Deflation,” and Percy 
H. Whiting, managing director of the 
Dale Carnegie Institute, on “How To 
Make Words Work for You.” Isaac S. 
Kibrick, New York Life, Boston, will 
talk on “Life Insurance in the Chang- 
ing World.” 











Mark 35th Anniversary 


The Arizona Assn. of Life Under- 
writers marked its 35th anniversary at a 
meeting at Phoenix. Fred J. Joyce of 
Mutual Life, a charter member of the 
association, related his experiences of 
35 years ago. 

Certificates for the successful com- 
pletion of the first year of study were 
awarded to 13 L.U.T.C. students by 
William B. Huie of Business Men’s 
Assurance. 





Plan Tenn. Study Institute 


A statewide study institute is sched- 
uled for Nov. 9-10 at the University of 
Tennessee, Knoxville, sponsored by 
Tennessee Assn. of Life Underwriters 
and the university. At least 75 from 
all over the state are expected to attend. 


Regional at Corpus Christi 

A south Texas regional sales con- 
gress, which included the Valley Grande, 
-orpus Christi and Gulf Coast associa- 
tions, was held at Corpus Christi. 
Speakers included G. Archie Helland, 
San Antonio, president of the state asso- 
ciation; Ben Epstein, Houston, Kansas 
City Life million dollar producer, on 
Better Selling”; Stanley E. Martin, 
tate Mutual, Dallas, “Life Insurance 
and God”; Brice F. McEuen, senior 
consultant Life Insurance Agency Man- 
agement Assn., who explained the work- 
mg of his organization; Al Ewert, 


“Keys to Successful Life Insurance Sell- 
ing,” and W. R. Lyman, Equitable So- 
ciety, president San Antonio association. 
Jack Walk, Southwestern Life, Har- 
lingen, presided at the morning meet- 
ing, and M. L. Downey, National Life & 
Accident, Victoria, in the afternoon. 





Des Moines—Louie E. Throgmorton, 
vice-president and director of public re- 
lations of Republic National, declared 
that “we believe in self-security, rather 


than social security.” He said social 
security causes Americans to go around 
with their palms up, their heads down, 
while the work of the life underwriters 
permits them to raise their heads and 
lower their palms. 

Scranton, Pa.James Naro of Metro- 
politan Life spoke on “Prospecting.” 
He emphasized the need for individual 
agents to build good will and good man- 
agement. 

Richmond—Howard J. Burridge, presi- 
dent of the National Underwriter Co., 
discussed “Trends in Life Insurance” 
at the November meeting. 

Los Angeles—Richard H. Foster, in- 


Surance attorney, spoke on business in- 
surance. 

Terre Haute, Ind.—Harold Means, La- 
fayette Life, South Bend, president of 
the Indiana state association, spoke. 

Charleston, W. Va.—Walter Weissin- 
ger, agency relations vice-president of 
New York Life, addressed a luncheon 
meeting. ; 

Nashville—Charles J. Currie, Atlanta 
manager of Mutual Life, addressed the 
October meeting on “Your Association | 
Pays Off in Cash.” 


Ashland, Ky.—Proven methods of pros- 
pecting discussed by Pryce M. Haynes, 
manager of Bankers Life in West Vir- 








= 





$1,000,000,000 


























900,000,000 





























ia 





800,000,000 























700,000,000 


























600,000,000 







































































500,000,000 
























































400,000,000 

































































300,000,000 


























bi tir 














200,000,000 


























100,000,000 





































































































































































































1900 1910 








1920 





1930 1940 


A Billion Dollars of Life Insurance in force! One of the few 
companies in the field to reach this mark in a comparatively 
short period of years! 
We are even more proud of what it means to the thousands 
of individual Reliance Life policyholders and to our organiza- 
tion of capable representatives. 
We believe that to reach the billion mark amounts to a 
universal vote of confidence in Reliance Life. We feel that 
it is the soundness and thoroughness of Reliance protection 
plus consistent Home Office cooperation that have helped 
Reliance representatives achieve this splendid record. 
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ginia. He stressed proper approach un- 
der favorable circumstances for an in- 
terview and evidence of the neeed of 
individual for life insurance. 

Lacy Franz of Louisville, president of 
the state association, will address the 
December meeting. 


Janesville, Wis.—The increasing need 
for personal and institutional planning 
to cope with the problems of the in- 
creased old age population was pointed 
out by A. G. Steinhorn, superintendent 
of the Rock County Home for the Aged, 
told the Southern Wisconsin association 
at a meeting held at the home. Indi- 
vidual preparation for income past the 
age of 65 will become an ever-increasing 
necessity, he said. 


Hempstead, L. I.—Long Island branch 
of New York City Assn. will hear Harold 
W. Baird, Northwestern Mutual, speak 
on prospecting and sales aspects of busi- 
ness insurance at the Nov. 9 luncheon. 


Glasgow, Ky—E. W. Baker, John Han- 
cock, Louisville, spoke at meeting of 
the Mammoth Cave association on some 
of the work of the National association 
and the national convention. Lassley 
French, president of the Kentucky asso- 
ciation, will speak Nov. 16. 


Bowling Green, Ky.—C. R. Gay, man- 
ager of the home office of Life & Cas- 
ualty, addressed the Southern Kentucky 
association on “It Ain’t Raining on Me.” 








UNUSUAL 
PENSION 








FACILITIES 


GROUP 
ANNUITIES 
Level Premium 
(10 to 50 lives : non-participating) 
Single Premium Deferred 
& Deposit Administration 
(Min. 50 lives: participating 
2}4% interest basis) 
PENSION 
ENDOWMENTS 


Issued on Non-Rejection Basis | 
($1,000 insurance, $10 mo. income || 








Min. 50 lives: non-participating 
234% income basis) 


BROKERAGE INQUIRIES INVITED 


LIFE 


Insurance Company 


| 
of | 
VIRGINIA 








Established 1871 
Richmond, Va. 


Robert E. Henley, Presid.nt 











LIFE AGENCY CHANGES 





Arnold to Head Hancock’s 
Third Agency in New York 


A third general agency in New York 
City will be opened Dec. 1 by John 
Hancock Mutual 
Life with William 
A. Arnold as gen- 
eral agent. The 
agency will be 
formed from a por- 
tion of the busi- 
ness of the former 
Harry Gardiner 
agency. 

Since 1938, ex- 
cept for two years 
in the navy, Mr. 
Arnold has_ been 
with Penn Mutual 
at Harrisburg, Pa. 
He began with the 
Holgar Johnson agency at Pittsburgh. 

Mr. Arnold is a past president of the 
Harrisburg managers, a past presi- 
dent of the Harrisburg association, 
and is a director of the agents and man- 
agers conference of the National asso- 
ciation. He is also a director of the 
Pennsylvania association. 


William A. Arnold 





Farm Bureau New Va. Setup 


Grady M. Chesson, Raleigh, N. C., 
formerly sales manager in North Caro- 
lina, has been named manager of the new 
Virginia regional of the Farm Bureau 
companies. 

Glen Erftenbeck, Richmond, until now 
a group specialist in Virginia, and Harry 
R. Board, Roanoke, who has headed the 
Virginia sales office, were appointed re- 
gional sales managers. 


John Hancock Transfers 3 


John Hancock Mutual has transferred 
the Wilkes-Barre manager, Lyman S. 
Lull, to Elizabeth, N. J. He succeeds 
Robert Cardwell, who is retiring. 

New manager at Wilkes-Barre is Paul 
F. Petruska, former assistant manager 
at Bridgeport, Conn. 

James J. Hurley, Oak Park, IIl., man- 
ager, has been granted a leave of absence 
because of ill health. William J. Mc- 
Devitt, Jr., former southeastern super- 
visor, is now at Oak Park. 


Guarantee Mutual G.A.’s 


Guarantee Mutual Life has appointed 
two new general agents Garland T. 
Scott and Milton F. Dawson. 

Mr. Scott, formerly a professor at 
Wichita University, began the insur- 
ance business as a field man in 1948. He 
is starting with Guarantee at Wichita. 
Mr. Dawson has been in the insurance 
field for seven years and will represent 
Guarantee at Clear Lake, Iowa. 


New Pacific Mutual Office 


Pacific Mutual has appointed Charles 
H. Barranger new general agent at 
Baltimore. The Barranger agency will 
function there in addition to the Bowen, 
Bartlett and Kennedy agency. Mr. Bar- 
ranger has been with the company 25 
years. 











Bangston Joins N. Y. Life 


DES MOINES—New York Life has 
appointed Kenneth G. Bangston group 
supervisor of the Des Moines and 
Davenport branch offices. Mr. Bangs- 
ton has been in the group field since 
graduation from the University of Iowa 
in 1947, 


Darr With Bankers Security 


Bankers Security Life has appointed 
J. Reuben Darr, regional representa- 
tive for the credit life department at 
Des Moines. 

He has been director of insurance 
for veterans administration in Iowa for 
five years. He started in life insurance 








in 1935 with Bankers Life at Harris- 
burg, Pa., and became a C.L.U. in 1950. 
He joined veterans administration after 
five years army service. 


Named Training Consultant 


Ralph W. Smith, Shelbyville, Ind., 
manager of Prudential, has been ap- 
pointed training consultant with the 
company. 


Weide Reenters the field 


O. S. Weide, vice-president and man- 
ager of Constitution Life, has resigned 
to go into agency business. He started 
with Postal Union Life, predecessor to 
Constitution, in 1944 as a general agent 
and manager of A. & H. 

Mr. Weide has been in the insurance 
business in California for 35 years. He 
is now opening his own agency and will 
continue to handle Constitution lines. 








Caprio to East Orange 


Gerard Caprio has been appointed a 
general agent at East Orange, N. J., by 
Colonial Life. He entered the business in 
Prudential’s actuarial department, later 
serving as cost analyst. He joined the 
Newark agency in 1949 and changed to 
Colonial Life last July as brokerage 
manager of one of its agencies. 


Krull Joins Florian Agency 


Joseph H. Krull has been appointed 
assistant general agent of the Florian 
agency for Connecticut Mutual in Chi- 
cago. He has been Prudential assistant 
manager in Los Angeles and prior to 
that was a Prudential agent in St. Louis. 
He is a graduate of the Purdue market- 
ing institute, and is a C.L.U. 








Root N. Y. Group Representative 


Massachusetts Mutual has appointed 
Ralph C. Root, Jr., a district group 
representative in New York City. He 
has 18 years sales experience and has 
specialized in group sales work since 
1944, 





Great-West Life has appointed George 
F. Lemble as district organizer at Ann 
Arbor, Mich. 


ACCIDENT 


Panel Session at Detroit 


A panel discussion of “Big Little 
Things in Selling” will feature the Nov. 
13 meeting of Detroit A. & H. Assn. 
The association is now conducting a 
membership drive which will conclude 
with that meeting. 

Ray C. Stevens, Federal Life & Casu- 
alty, has been named to fill an unex- 
pired term as secretary-treasurer. 














Round Table Opens Season 


Chicago A. & H. Underwriters Round 
Table opened its season Oct. 18 with the 
largest attendance in its history. Roy 
A. McDonald of the Health and Acci- 
dent Underwriters Conference was mod- 
erator. William Bennett of Combined 
was secretary for the month. 

Plans for the coming season were 
made and a committee appointed to 
arrange for participation in the confer- 
ence underwriting meeting Nov. 7. Ar- 
rangements were made for several guest 


speakers, to include prominent phygj. 
cians, as well as the showing of some 
interesting A.M.A. films. 

Home office underwriting personnel oj 
A. & H. companies interested in attend. 
ing these meetings can contact Mr. Me. 
Donald at the conference office, or Mr 
Bennett at Combined. 


Kick to Be A. & H. Head 


Hans Cramer, A. & H. manager of 
Bleichroeder, Bing & Co., will speak on 
medical expense insurance at the Noy, 
7 dinner meeting of the A. & H. Cly} 
of New York. 

The slate of officers to be voted upon 
includes William L. Kick, Fireman's 
Fund Indemnity, as president to succeed 
Kenneth R. Thompson, Century Indem. 
nity. 

Also Arnold W. Danckwerth, Mutual 
Benefit H. & A., first vice-president; 
Louis A. Orsini, Bureau of A. & H. Un. 
derwriters, second vice-president; Fred. 
erick E. Boes, Metropolitan Life, third 
vice-president; Alexander Naggie, Retail 
Credit Co., treasurer; James Moran, 
Ocean Accident, assistant _ treasurer, 
Ronald H. Duncan, Phoenix Indemnity, 
secretary, and Clarence E. Adams, Con. 
necticut General, assistant secretary, 


Carl Ernst at Wichita 


Carl A. Ernst, North American L, &C, 
St. Paul, president of International Assn, 
of A. & H. Underwriters, will address 
the Kansas association Nov. 2 at 
Wichita on “Why an International As. 
sociation” and “Sales Ideas of Our Own 


Shop. 


Carl A. Ernst, president of Interna. 
tional Assn. of A. & H. Underwriters, 
spoke at a luncheon meeting of A. & H, 
Underwriters of St. Louis Oct. 31. 











Roy W. Des Jardins, vice-president of 
George F. Weber, Inc., spoke Nov. 1 
before A. & H. Underwriters of Mil 
waukee on “Tell ’Em and Sell-’Em.” 


N. W. Mutual Reduces Its 
Minimum Age Requirements 


Northwestern Mutual has reduced the 
minimum age at which life policies will 
be issued from 10 to 5. 

With minor adjustments affecting some 
older policies, the same scale of policy 
dividends paid in the last three years 
will be paid in 1952. The 1952 rate of 
interest, except where a higher rate is 
guaranteed, will be 2.75%, the same as 
in 1951. 

The annual dividends set aside from 








mortality and expense savings and sur |; 


plus interest and to be paid by North- 


western Mutual in 1952 will total ap- |, 


proximately $41,000,000. 


New Tax Book Off Press 


Vanderbilt University Press, Nash- 
ville 4, Tenn., has published a book on 
the income tax treatment of life insur- 
ance proceeds and other tax articles by 
Prof. William J. Bowe. Mr. Bowe is a 
professor of law, has been a C. L. U. 
instructor and is the author of several 
books, among them “Life Insurance and 
Estate Planning.” The book sells for 
$2.10 postpaid. 


Confirm Navarre in Mich. 


LANSING, MICH.—The Michigan 
senate at a one-day special session 0 
the legislature confirmed Joseph A. Na 
varre as insurance commissioner for 4 
full four-year term. 











Topeka, 





NATIONAL RESERVE LIFE 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 
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New Questions at Hot Springs Meeting 


(CONTINUED FROM PAGE 3) 





the direct burst of shells or bombs, It 
js undoubtedly the intention of the com- 
panies that the exclusion eliminate all 
Josses directly or indirectly resulting 
acts of war, he said. Just 
where such protection ceases after the 
purst is unknown. If a building falls on 

a policyholder six weeks after it has 
been bombed, is the company liable? he 
asked. If it falls six days after the 
bombing? Atomic radiation incurred at 
the time of the blast is not covered. 
If exposure is six weeks later, it is 
covered, and he wondered if it is cover- 
ed if it is six days later. If the water 
supply of a city is poisoned, and many 
people are made ill or killed, is there 
liability? Further, can the fact that the 
poisoning was done by an enemy be 
proven and if it is proven, is there li- 
ability? How about injuries sustained 
during complete blackouts? Mr. Rogers 
said he does not think it proper to 
ignore the problem or leave it entirely 
to other segments of the business, 
which are naturally thinking in terms 
of their own responsibility. ; 

Discussing underwriting factors in- 
yolved in insuring by use of waivers 
individuals who are currently under 
medical treatment, Mr. Pope_ brought 
out that although waivers offer some 
means of standardizing sub-standard 
risks, they cannot be used in all forms 
of disease or deformities. Chronic con- 
ditions or serious ailments having a 
general effect on insurability in other 
respects cannot satisfactorily be handled 
with waivers. This is particularly true 
in regard to disease, as the disease it- 
self may add extra liability to the acci- 
dent risk, regardless of its elimination 
from the health risk. 

Waivers are more generally used 
on existing business than for new busi- 
ness. This is due primarily, he said, to 
lack of understanding of the waiver 
principle on the part of both agents 
aid the public. Agents who do under- 
stand waivers are reluctant to explain 
them thoroughly to clients because of 
sales resistance. The public takes the 
view that the insurer is trying to get 
away with something, not realizing that 
were it not for the waiver principle, it 
would be necessary to cancel or reject 
many cases. The waiver allows the 
company to retain many risks that 
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centive. Mr. Sullivan said they need 
couragement with the lapse problem; 
€ agent and company must be mu- 
ly intersted in persistency. 
Mr. Dowlen said that from the 
ence in hand, large profits are not 
be had from writing hospital expense 
ance, and some companies are of- 


¢to the public and the agency force. 

Hospitalization policies have been 
ized over the years, and at the 
time the companies have been con- 
onted with an inflationary trend. How- 
t, Mr. Dowlen said that the increased 


Pst Of hospital confinement can be at- 


ted largely to the miscellaneous 


pPense items, rather than to room 
Patges. The average number of days 


spent in the hospital for illnesses and 
operations has decreased, but the sav- 
ings in this respect are more than off- 
set by the increased charges for operat- 
ing room, anesthetics, laboratory, drugs 
and other services. 

Dr. Horan in discussing the medical 
selection of applicants for health insur- 
ance said that form of insurance is 
basically a creature whose own condi- 


tion of health depends on and derives 
from the economic climate in which 
it lives. He recalled the deluge of dis- 
ability claims during the days of the 
depression but said the business weather- 
ed that storm and is now witnessing a 
renaissaince in the popularity of health 
insurance because of the salutary change 
in economic climate. The need for it 
is obvious and the public has the money 
to pay for it. 

He warned that life insurance ex- 
perience is not sufficient. There medical 
impairments can be coded and given a 
numerical value but percentage rating 


on substandard morbidity can never 
be as precise. Many cases which are ac- 
ceptable for life insurance at standard 
rates are uninsurable “for health. On 
the other hand, underweights may 
have better change for health than life 
insurance. He discussed at some length 
three conditions which are particularly 
difficult for the health underwriter— 
peptic ulcer, rheumatoid afflcations or 
diseases of the joints and herniated in- 
tervertebral discs. 

He concluded by summarizing very 
briefly the underwriting practices 
evolved through the years. 





They came as strangers to a wild land, and none of 
them knew which day would be the last. 


Never in the old country had they known such a 
winter: the wind so cold, the food so scarce, the enemy 
night so filled with dread. 


Never had they worked so hard, paying with aching backs 
for every shelter raised against the cutting wind. 


Everywhere they went, Famine and Death watched them 
with pale expectant eyes. And by the end of that bitter year, 
there was hardly one among them who had not lost 

to the cold earth someone he could not live without. 


Then these men and women who had nothing sat down to 
a hearty feast, filled with gratitude for what they had. 


We who follow them sometimes wonder why. 
Did they know some secret of happiness, denied to us, 
that made them so glad for so little? 


W2=e 


They showed us a secret of happiness 




























































And then we think back—back to some personal wilderness 


we have all been through in our time. Perhaps there was 


once a day when simply to feel the sun again, to smell another 
morning’s freshness, to hear a child laugh again was 


miracle enough—a time when just to find oneself alive 


has more. 


was a gift beyond belief. They had their lives; no man 


They had freedom, too. They were where they wanted to be. 
They could go where they chose to go. 

All the days ahead were theirs to use as they pleased. 

They owned themselves; no man owns more. 


Remembering this, we join their feast, 
brothers to all the wise men whom trouble has taught 
to look at what they have, and not at what they lack. 


UTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Sales Ideas and Suggestions 





The Average Agent Should 


Write Employe 


Coverages 





Employe benefit sales are not the ex- 
clusive province of a small number of 
specialists but present opportunities to- 
day for the average producer beyond 
those which have ever been found be- 
fore, John A. Churchman, group super- 
visor for Great-West Life at Chicago, 
told members of the Illinois Round 
Table at their annual meeting in Peoria. 

Never before have unions been as in- 
terested in employe benefits as they are 
today and that any agent who is able to 
establish a good contact with a local 
labor leader should establish himself as 
adviser to the union. Mr. Churchman 
has found that there are a few unions 
which have good insurance counsel, but 
there are a great many unions which 
have no insurance advisers. The unions 
know that they want benefits but they 
don’t know exactly what they want and 
they don’t know what they need. 


Plans Can Be Augmented 


He said that though a large number 
of employers now have group plans, 
this should not discourage selling to 
employers, because many of them have 
plans to which can be added benefits of 
the type of medical reimbursement or 
the catastrophe coverages which are on 
their way to much broader distribution. 
A number of group insurance plans need 
to be revised and these afford the most 
excellent prospects. Today’s yardstick 
for the adequacy of group benefits es- 
tablishes figures much greater than the 
majority of plans now in_ existence. 
‘Group life benefits should be close to two 
years’ annual earnings and_ hospital 
plans providing a daily room allowance 
of $5 plus $25 for extras are decidedly 
inadequate in most communities. 

The fact that the pattern of Blue Cross 
operations has changed means that many 
employers are considering establishment 
of insured plans which are experience 
rated, he declared. The insurance com- 
panies feel that they can now provide 
hospitalization benefits more econom- 
.ically than is done by the so-called non- 
profit organizations. 

Mr. Churchman asked that his hear- 


ers not underestimate the number of 
prospects they can find just driving 
around their territory and noticing one 
of the many new plants which are being 
erected. He told them that whenever 
they complete an application for a per- 
sonal policy on an executive, they should 
ask the details of the group welfare or 
retirement program of the company with 
which this executive is connected. 

It was in the retirement program field 
that Mr. Churchman saw some of the 
greatest opportunities for the ordinary 
insurance salesman. A great field of 
prospects is opened to the life insurance 
salesman because group annuities may 
now be offered to groups insuring as few 
as 25 participants and, where permitted 
by state law, contracts can be written 
for 10 or more lives. This opens a field of 
prospects even where the salesman has 
done no specializing in pension trust 
work. All companies writing group an- 
nuities provide sales advisory services 
through technicians who work on a sal- 
ary with all the commissions paid to the 
agent or broker. The insurance company 
handles the maintenance with a retire- 
ment contract and the contract itself is 
a proper vehicle to be approved by the 
Treasury Department. This can eliminate 
the necessity of having a trust and trus- 
tees. 

He noted that the group annuity con- 
tract discounted for mortality provides 
retirement benefits at a premium 25% 
to 40% lower than would be required to 
purchase individual policies. 





PROFIT-SHARING 





Mr. Churchman feels there are great 
possibilities for the sale of profit-sharing 
plans. He said that of 9,370 plans ap- 
proved by the internal revenue bureau, 
6,800 are pension plans, whereas 2,500 
are profit-sharing plans. “Without going 
into the dollar figures, the employes 
under the profit-sharing retirement plans 
receive nearly 40% greater contributions 
than under the compulsory pension 
plans,” he declared. The speaker quoted 
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an article to the effect that the employer 
is going to minimize his fixed commit- 
ments, but be more generous when con- 
tributions are tied to the organization’s 
prosperity. 

He said the trend toward profit-sharing 
results from the fact that the employer 
expects to cash in on the employe incen- 
tive developed by profit-sharing and he 
may be able to solve his retirement prob- 
lem without making a fixed commitment 
for the purchase of retirement units. The 
employer is able to purchase retirement 
benefits for his employes in years of 
good earnings and yet doesn’t drain his 
company’s assets in the lean years where 
there are no profits. 

Mr. Churchman characterized as fine 
prospects for a profit-sharing group an- 
nuity those profit-sharing plans that 
have been established four or five 
years. Here the employers are getting 
tired of the administration time and ex- 
pense that is involved. Where such plans 
are not insured, the funds must be han- 
dled by the executive staff, who must 
exert close supervision to keep the money 
fully invested and then worry whether 
their investments will produce an ade- 
quate return. An insured plan offers the 
guarantee that the desired end result 
will be achieved. This guarantee of prin- 
cipal, guarantee of improvement of prin- 
cipal and guarantee of the distribution 
of accumulated principal far outweighs 
any economies that might be anticipated 
or realized by the employer or trustees, 
he declared. 


Tax Men Often Helpful 


One of the finest sources of group 
prospects is through a local accountant 
or a tax man. The effect of the current 
tax rate is a double-edged weapon in 
the hands of the agent, Mr. Churchman 
said. As corporate taxes increase it is 
easier to sell to executives the advisabil- 
ity of spending small dollars to give a 
broad benefit to all of their employes, 
including themselves. The other sharp 
blade available is that the increasing 
taxes to the individual make the net cost 
of personal disability and retirement 
plans extremely expensive, as a pur- 
chaser must earn much more than $1 
to spend $1 for insurance benefits. Im- 
portantly, insurance benefits purchased 
by the corporation are tax free to the 
individual. The more that the Treasury 
asks for tax dollars, the better market 
there is for group coverage. 





Illinois Association 
Gets Sample Dose 
of Gill’s Formula 





John J. Gill, staff supervisor of field 
training for Metropolitan Life, contrib- 
uted some proved sales ideas to the sales 
congress sponsored for Illinois State 
Assn. of Life Underwriters by the Peoria 
association, developing some ideas that 
have clicked for him and other agents. 

He reported that he knows of two 
men who teamed up, and in few weeks 
sold over $900,000 worth of business 
insurance. The idea that contributed 
most to the success was in answer to a 
question that usually interferes with 
most sales presentations for partnership, 
corporation or key man insurance. This 
was the answer to the question which 
many prospects asked, “Can we deduct 
the premiums as business expense?” Mr. 
Gill observed that if you simply tell the 
man he cannot and leave it at that, there 
is nothing new about it and the sale is 
likely to be lost. But if the negative an- 
swer is utilized in a positive way the 
idea may click as follows: “Mr. Pros- 
pect, you can’t deduct the premiums as 
a business expense but you are lucky, 


because if the premiums were deductible 
then at death the proceeds of the policy 
would become taxable under the income 
tax law. You know that the small say. 
ings you might have if you were per. 
mitted to deduct the premiums would he 
more than offset by the large proportion 
of the insurance that would become tax. 
able. Under this setup there is no tay 
whatsoever payable at death.” 


Makes Specialty of Doctors 


Mr. Gill said that Metropolitan has, 
consistent million dollar producer who 
specializes on young doctors. He trig 
to sell them a good-sized term policy 
often of $50,000. He has five policies 
issued for $10,000 each and converts one 
or two of these policies to a regula 
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form of insurance each year. In this (CO: 
way he keeps his competition out anj} ——— 
grows with the policyholder. 

He related the story of another agen taxes, "y 
with a prospect who had been in th -_— © 
U. S. only a short time. The agent sug} ™@28e™ 
gested a large amount of insurance t —. 
this prospect. After considerable discys. en inv 
sion the client said he would buy onl Rome rt. 
$5,000. He inquired about the premium] "tT le 
for the $5,000 and the agent told him} "8 ge 
was about $525. When the agent doesn't, 
brought him the policy, the prospec} ‘Tease 
noticed it was for $25,000 and the pre When th 
mium was $525. When he questione| 88 UP 
the agent abount it, the agent said, “This what a sm 
is a bargain. I got you $25,000 for the| ‘owed th 
price of $5,000.” The agent received yields sta 
three leads from this prospect. mediately 

Mr. Gill advanced a solution for the lower rate 
agent who is troubled by running into The che 
comparatively inaccessible very impor. to have 
tant persons. He advises the agent} 7°? facto 
under these circumstances to put his} ™SUfNCe- 
business card in a sealed envelope ani| CO™Panles 
on the envelope write the prospects| ‘uld not 
name and mark it “personal.” On the sired on p 
back of the card, he would have the} 2°¢ with 
agent write, “I spoke to God this morn] M&4S€S } 
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jng, is there any reason why I can’t 
speak to you.” meee 

In the realm of objections, where the 
prospect says he owns property and 
doesn’t need insurance, Mr. Gill would 
have the agent congratulate him and 

, “You keep your property insured, 
don’t you? Which is of greater income 
value to your family, your life or your 
property?” f ; 

For the man who claims he can invest 
his money to better advantage than in 
life insurance, Mr. Gill would say, “Per- 
haps you can, but if you weren’t here, 
could your widow do the same.” 

To the prospect who claims he wants 
to talk it over with his wife, Mr. Gill 
would counter with, “A good idea, but 
it might be better not to do so until you 
are sure you can get the policy. If you 
don’t pass, then she would worry.” 








Investment Picture 
Begins to Clear 


(CONTINUED FROM PAGE 2) 








taxes, and inflation which is raising the 
costs Of operations as fast as increased 
management efficiency tends to cut them 
down. a 

An investment business idiosyncrasy 
borne out by the current increase in the 
general level at which new money is be- 
ing loaned is that a life company lender 
doesn’t benefit as rapidly from an in- 
crease in the rate as it is hit by a decline. 
When the borrower sees interest rates 
going up he sits back and tells himself 
what a smart fellow he was to have bor- 
rowed the money earlier. But when 
yields start down, he goes to work im- 
mediately to get his loan refinanced at 
lower rates. 

The change in the yield picture seems 
to have erased “investment problems” 
as a factor encouraging the sale of term 
insurance. It has been said that some 
companies turned to term when they 
could not get the higher yields they de- 
sired on premiums for permanent insur- 
ance with the contractually guaranteed 
increases in reserves. 

Companies that have de-emphasized 
group annuity business may also re- 
examine their attitude and decide to pro- 
mote their sale again. 


Pension Boom Income 


If the wage freeze breaks soon, for in- 
stance, and there is a great insured pen- 
sion boom, companies will undoubtedly 
have a great volume of annuity pre- 
miums to invest. The removal of the 
freeze from other group lines will have 
practically no investment reaction since 
premiums are used almost entirely to 
pay current claims. Retentions for fu- 
ture payments, like those needed in de- 
veloping pension reserves, aren’t typical 
of other group lines except group perma- 
nent, and there is little of that in force. 

Announcements of direct placements 
by life companies and by borrowers 
aren't truly representative of current in- 
vestment activity. Commitments for 
these placements may have been made 
months ago or, they may involve an ar- 
rangement whereby the money will not 
be taken down until next year. 

The investment man hasn’t anything 

as certain as a mortality table to use as 
a crystal ball in foretelling future ex- 
perience. Many factors affect borrowers’ 
demands. 
_ The relaxation of the housing curbs 
in Regulation X normally would stir up 
more demand but since most people 
prefer to defer building a new home 
until spring, the full effect of that 
change may not come for months. The 
government is labelling new areas as 
critical” in terms of defense housing. 
As the defense program builds, there 
will be more of this with a consequential 
fasing up of lending rules in more areas 
and increased demand for mortgage 
money, 

Regulation W was also eased recently. 
This usually stimulates the purchase of 
durable consumer goods. Personal loan 


companies also are affected by the 
change. They often borrow the money 
they lend from life companies. 

The big factor in the investment fu- 
ture is of course the eventual route of 
the defense economy. Incidentally, to 
the extent that defense production is 
cutting into civilian production, it cur- 
tails the normal demand for funds from 
sources producing for civilian markets. 


Illinois Agents 
Plan for Future 
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marks on “N.A.L.U. Today” to the din- 
ner. His speech before the Peoria asso- 
ciation sales congress was confined to 
selling, which was very much appreci- 
ated by the sales-minded audience. 

In his speech at the sales congress, 
Horace R. Smith, superintendent of 
agencies for Connecticut Mutual, said 
there is no cause for complacency when 
150 million Americans have life insur- 
ance to bear only 90% of one year’s in- 
come. Mr. Smith said that instead of 
calling today’s economic condition in- 
flation, it is probably better to say that 
a new plateau has been reached. There 
are no poor people any more, even a 


marginal worker has a radio, a jalopy, 
running water and warmth. He asked, 
“In the face of all this, what has life 
insurance as an institution to say for it- 
self? With 57% greater real dollar in- 
come, the American public has 111% 
more personal savings, it has 62% more 
disposable dollar income, yet it only has 
8% more real life insurance coverage.” 


He stated that if 40 million American 
families would protect their personal 
standard of living to the same degree as 
they did in 1941, the potential for life in- 
surance sales in 1951 would be 2% times 
as great as the personal sales look like 
they will be today, all this after adjust- 
ing net income after taxes and by taking 
into consideration the cost of living ad- 
vances. 


Other speakers at the sales congress 
were John J. Gill, acting staff supervisor 
of the field training division of Metro- 
politan Life whose speech is reported 
elsewhere in this issue; John O. Todd, 
Northwestern Mutual, Chicago, whose 
popular illustrated talk on business in- 
surance and inflation opportunities was 
given; Paul Troth, field assistant in the 
group department of New York Life, 
illustrating his sales talks with cartoons, 
and I. M. Kanarish, New York Life, 
Chicago. 


A new attendance record was estab- 


lished at the management conference 
which was directed by the president of 
the general agents and maangers divi- 
sion, D. E. Fagle, John Hancock, Pe- 
oria, and guided by Horace Smith. Mr. 
Smith divided his discussion and the 
round-table which followed into per- 
sonnel management, replacement and 
growth, market management, sales man- 
agement and morale management. The 
increasing popularity of the management 
meeting was evidenced by attendance of 
well over 100, which is considerably 
greater than had ever been drawn before. 

Presiding as general chairman for the 
sales congress was Louis Varnado, Pru- 
dential, in the morning, and in the after- 
noon Robert W. Leu, Massachusetts 
Mutual, Peoria, president of the Peoria 
association. Presiding at the state asso- 
ciation meeting was the association presi- 
dent, Kenneth L. Keil, Penn Mutual, 
Springfield, who has for several years 
been one of the statesmanlike leaders 
that have built up the association to its 
present peak of membership and ac- 
tivity. 


John M. Merrifield, Portland Ore., 
general agent for Connecticut Mutual, 
is speaking at the Seattle managers club 
invitation dinner. 
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A WORD OF 


APPRECIATION. 


It occurs to us, as we celebrate our 50th 
year, that we owe a debt of gratitude to many 
people. 


. . To those who transplanted the life in- 
surance idea to America and thus laid the 
foundation for the greatest institution for 
financial security the world has ever known. 


. .. To the Presbyterian Ministers’ Fund, 
first life insurance company in America, and 
those other early companies which pioneered 
in this great business. 


.. To Elizur Wright, father of sound State 


supervision. 


. - To the field forces who took the story 
of life insurance to the people and made the 
real sale. 


To them all, for making it possible for us 
to be 50 years old this year, and to have 
added our modest efforts to the service of 


Life Insurance 
gratitude. 


in America, we bow in 
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Bankers L. & C. Reviewed at Open Hearing 
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ployes welfare account had first been 
invested in a farm of 220 acres 20 miles 
from Chicago, because this was good 
farm land that had possibilities of being 
made eventually into real estate sub- 
divisions and because of the philosophy 
Mr. MacArthur advanced that funds set 
aside for the benefit of employes are 
less immediately useful to employes if 
they are frozen in stocks and bonds 
out of which the employes get no im- 
mediate good. The plan was to make 
the farm a recreation center for the 
employes and their families in their 
off-duty hours. He testified that a num- 
ber of the employes had taken advantage 
of this farm, but that the project had 
been somewhat disappointing in this 
respect. 

Mr. MacArthur commented that the 
farm had not been profitable, in money, 
but it had been profitable in employe 
relations and was valuable land that 
would eventually bring a profit. Miss 
Stone interjected that, whereas clipping 
coupons might not be so much fun as 
relaxing on a farm, that a company 
which was going to go about setting up 
a retirement plan for its employes would 
do better to invest where coupons can 
be clipped. 


MacArthur Lives on Farm 


In answer to a question by Miss 
Stone, Mr. MacArthur said that the 
farm in question has on it four houses, 
20 chicken coops and three barns. Mr. 
MacArthur said that he and his wife 
occupy one of the houses and that other 
employes occupy the other dwellings. 

Mr. MacArthur testified that a second 
investment of the employe welfare fund, 
Theatre Arts Magazine, had never 
shown tangible financial profits, but that 
it had offered the company intangible 
profits. He opined that although Theatre 
Arts Magazine has so far lost money, 
it has great potentialities as a magazine 
and that his identification as publisher 
of the magazine with his attendant 
identification in this publication and 
elsewhere in the theatre as a substan- 
tial financial contributor to stage ven- 
tures the advancement of the arts had 
great public relations value for Bankers 
Life & Casualty and its employes. His 
public relations counsel has assured 
him that the favorable identification 
that he has received with American 
culture through the primary agency of 
this magazine has been worth at least 
$250,000 to the company. This offsets 
the considerable unfavorable publicity 
which the company has received be- 
cause of differences with state insurance 


departments, Mr. MacArthur declared. 

Another asset of the employe welfare 
fund consisted of $300,000 in cattle 
within the first nine months of 1951. 
These 1,500 cattle, Mr. MacArthur said, 
are now being handled for the company 
under contract by a Nevada ranching 
company. This ranch, the Bankers L.&C. 
president testified, guarantees a 6% re- 
turn on the investment either in dollars 
or in calves. The ranch furnishes the 
bulls. 

Mr. MacArthur made it clear that 
the title to the real estate was not in 
his name but in the name of the com- 
pany. He explained that though he is 
listed as publisher and legal owner of 
Theatre Arts Magazine, the equitable 
owner of the magazine is Bankers Life 
& Casualty and publishing technicalities 
make such identification necessary. 


Investment in Chicago Bank 


Questioning turned to investment of 
the employe fund in Lakeview Trust & 
Savings Bank in Chicago. The bank 
had been characterized by Mr. Mac- 
Arthur as distress merchandise at the 
time it was purchased, but he said it 
has a tremendous potential as one of 
the greatest banks in Chicago. He 
said that this is a conservative invest- 
ment to offset the investment in cattle. 

Mr. MacArthur was asked whether 
the investments ear-marked for the em- 
ploye welfare account would be con- 
verted over into the account of the 
formal pension plan that is being set 
up. Mr. MacArthur said that it is the 
plan of his company to do whatever 
necessary to make the insurance com- 
misioners of the United States happy. 
He said that if they decided it was im- 
proper for the company to own a picnic 
grove, the company would sell the farm 
and if it is improper to own a theatre 
magazine that he would buy the maga- 
zine personally. He expressed himself 
as worn down by the opposition of the 
commissioners to the efforts of the com- 
pany to advance the cause of thousands 
of valuable and loyal employes by 
exercising initiative in exploring invest- 
ments with a high potential. 

There was testimony about an invest- 
ment in Parmesan cheese which the 
management said was acquired at a price 
below the market. This was held for 
appreciation in value due to aging and 
with the former owner to receive a por- 
tion of the profit. There was also testi- 
mony about commitments to a frozen 
food business at Galesburg, Ill. This 
organization installs home freezers in 
homes when the householder agrees to 
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It was Northwestern Mutual day for Holgar Johnson, president of Institute of Life 
Insurance, who is shown, at the left, conferring on the speakers’ platform with Pregi. 
dent Edmund Fitzgerald, during a day of visiting the Milwaukee home office. Mr, 
Johnson spoke at a group meeting of the employes, attended also by local life manager 
and general agents, and at the quarterly meeting of the trustees of the company in the 
afternoon. He was guest at a dinner with officers and trustees, and officials of other 


companies in the evening. 








buy at least $10 per week of frozen food 
from this company. 

Then there was considerable testimony 
about Mobile Homes, Inc. of Minneap- 
olis. This involves manufacture of homes 
on an assembly line and then moving 
them to location. There was testimony 
that this development is attracting a 
great deal of interest and offers much 
promise. Bankers Life & Casualty 
claimed that this investment should be 
treated as securities received in reorgani- 
zation since the company started out 
here making FHA loans and then there 
was a default. Otto Key, vice-president 
of Bankers Life & Casualty, has been 
on the scene at Minneapolis almost con- 
stantly since June 1, directing and su- 
pervising this operation. 

At the conclusion of the hearing 
Kavanaugh of Colorado criticized the 
whole proceeding very strongly. He said 
that if every every examination were 
to be followed up by an oral hearing 
on the same matters, it would make a 
farce of the examination system and 
that if it were continued the federal 
trade commission might well take over. 
Holmes of Montana voiced a plea that 
questions regarding a company be 
cleared by departments through its 
home state department rather than send- 
ing in examiners, as he said had been 
done in at least one case recently. Mr. 
Day said he thought that bringing out 
the facts in this way was better than 
whisperings, rumors and secrecy. He 
said not all of the Illinois companies 
are big, conventional in their plans of 
operation or mature but that he desired 
to give them a chance to get up to the 
top of the heap. He said also that he 
would be glad to assist the department 
of any other state in connection with 
this or any other Illinois company. 





Dividends Increase 


Manufacturers Life dividend scales 
have increased over 1951 except in the 
case of single premium policies. The 
increases range from 50 cents to $3 
per thousand per annum. The interest 
payable on dividends shall be at 3% 
or 3%4% according to the guaranteed 
rate. 


6. H. HADLEY, Supreme President 
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Milwaukee Group Elects oo: 
New officers elected by the Milwaukee §/ 95% of 
Fraternal Life Underwriters Assn, are J) tising. 
E. E. Bertram, Aid Assn. for Lutherans, J copy ai 
president; Mrs. Theresa Streff, Women’s J niques 1 
Catholic Order of Foresters, vice-presi- | 465 new 
dent; Mrs. Lillian M. Sharen, Degree } the life 
of Honor Protective, secretary-treas- |) portant 
urer. | America 
——- | newspap 
Patterson at Columbus =a 
Ray Patterson, general agent of Penn | Henley 
Mutual at Indianapolis, will address {|} David 
Life Managers & General Agents Asst, || presided 
of Columbus, O., Nov. 9 on “It takes | sion. 
more than money to keep men in this |} man. 
business.” Robert 
4 : Virginia, 
Oliver Resigns Okla. Post _ |} 's 2 nat 
: : on some 
Jack D. Oliver, examiner for the |} torical it 
Oklahoma department, resigned to be- Virginia 
come secretary and director of Standard {} Standard 
Life & Accident at Oklahoma City. |} master. 
He had been with the department since That ; 
1939. Gibbon, | 
_—_ tor of Gii 
North Central Ups Hurlburt |} York cit 
North Central has appointed Vernon AS Oita 
F. Hurlburt director of agencies, Mr. ad 7. 
Hurlburt joined the company as an lurhin ° 
agent. He was formerly in charge of | fone a 
credit insurance. I hae hice 
tealistic | 
Accept Senate Amendments ie ae 
WASHINGTON — House repre-f tor an ad 
sentatives in the conference committee J, ple how > 
on the tax bill accepted Senate amend-} sensibly a 
ments on section 303 of the bill relating }} "eason to 
to joint and survivor annuities. Miss F 
People wi 
Reduction of infant mortality in the — oo 
United States by about half in less than eae or 
20 years has been aided materially by] (1 Com! 
the widespread use of the so-call pos a ving 
miracle drugs, according to Metropolitan]! . i 
Life statisticians. In 1933 and 194] oii 
Prior to the use of chemotherapy amt} 1. aS fin 


the antibiotics for the control of infec 
tion, the death rate among children ut | 
der one year averaged 59 per 1,000 

births. It is somewhat under 30 per 1,000. 
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L.A.A. Meeting Draws Record Attendance 
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that conveys the impression that the com- 

y has found the only answer to the 
agent’s problems because it has an agent 
who made $18,000 his first year. He par- 
ticularly urged L.A.A. people to help 
puild the agent’s confidence in himself 
and in his company and to supply the 
jmagination and ideas that the average 
agent lacks. 


g0% IN NEWSPAPERS 


Newspaper advertising represents 
more than 80% of Prudential’s total 
advertising budget in its new Canadian, 
western and southwestern home offices, 
said Edward F. Baumer of Prudential’s 
Los Angeles head office. 

Mentioning other life companies 
whose newspaper advertising budgets 
had increased from 32% to as much as 
106% in 1950 over 1949, Mr. Baumer 
suggested that the increase was a recog- 
nition of the growing importance of 
local considerations, not only in sales, 
but also in community relations and in 
recruiting personnel. 

He said that the Institute of Life 








Insurance provides a good example of 


newspaper advertising doing an _ in- 
dustry-wide job. The institute spends 
95% of its budget in newspaper adver- 
tising. In its new campaign, shorter 
copy and question and answer tech- 
niques will help tell the public through 
465 newspapers how life insurance and 
the life insurance agent play an im- 
portant role -in the development of 
America, he pointed out. He told how 
newspaper advertising helped get new 
agencies off to a fast start. 


| Henley Luncheon Speaker 


David Tibbott, New England Mutual, 
sion. He was general convention chair- 
man. 

Robert E. Henley, president of Life of 
Virginia, was the luncheon speaker. He 
is a native of Williamsburg and spoke 
on some of the points of particular his- 
torical interest to be seen in the early 
Virginia capital. R. B. Taylor, Jefferson 
Standard, L.A.A. president, was toast- 
master. 

That afternoon Miss Bernice Fitz- 
Gibbon, advertising and publicity direc- 
tor of Gimbels department store in New 
York City, dissected some prevalent life 
company advertising with a barbed scal- 
pel, but made her talk so amusing that 
even the victims couldn’t squirm for 
laughing. She contends that advertising 
based on what Mary will do when John 
has been taken out of the picture is un- 
realistic because nobody can imagine a 
world without himself in it. She would 
like to see the life companies go heavily 
for an advertising campaign telling peo- 
ple how to live longer by eating more 
sensibly and otherwise giving themselves 
teason to expect to live to age 120. 

Miss Fitz-Gibbons said she thought 
people would really read that kind of 
copy and would regard it as a natural 
theme for life companies, whereas if a 
drug company, for instance, were to sing 
such a song it would be regarded with 
Suspicion. The life company, she point- 
ed out, would have the sort of openly 
self-interested reason that readers ex- 
pect to find. 
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John E. Davis, editor of Shell Prog- 
ress, said material for house organs 
should have a timely story worth telling, 
sharp, clean, complete reporting, a fast 
attack that seizes and holds the reader’s 
interest, clear writing based on accurate 
information, dramatic effect through use 
of sharp figures of speech and words 
that have connotative value, individual- 
ity through a fresh approach and the 
avoidance of hand-me-down phrases, and 
an untiring respect for words as tools. 

Frederick J. Kiefner, Provident Mu- 
tual, reported as chairman of the ex- 
hibits committee that the number of 
entries per company had to be held to 
three because of the shortage of exhibi- 
tion space. 

Royden C. Berger, Connecticut Mu- 
tual, told about the two workshops to 
be conducted the week of Dec. 3 in New 
York City. The one on sales promotion 
will be headed by Charles Corcoran, 
Equitable Society, while that on maga- 
zine editing will be handled by Jerome 
Leary, Metropolitan Life. 

The public relations panel that con- 
cluded the morning session had H. G. 
Kenagy, Mutual Benefit Life, as mod- 
erator, other members being D. Theo- 
dore Kelly, Manhattan Life; Donald F. 
Barnes, Institute of Life Insurance; Al 
B. Richardson, Life of Georgia, and 
Jack R. Morris, Business Mens Assur- 
ance. The panel dealt almost entirely 
with simplifying the language in policy 
contracts and in material designed to 
interpret them, without getting the com- 
pany out on a limb to an extent not 
intended. Mr. Kelly, who is vice-presi- 
dent and general counsel of his com- 
pany, gave the lawyer’s point of view, 
though sympathetic to the problem of 
agency people. ‘ 


Unintentional Language 


He said much of the trouble arises be- 
cause in their desire to simplify and 
make things understandable, the adver- 
tising men often introduce language that 
unintentionally broadens the coverage. 
Another difficulty is that a certain 
amount of legal shorthand has become 
accepted by the courts in the last 250 
years while there are also insurance de- 
partment requirements to be consid- 
ered. He doubted that any appreciably 
larger percentage of the public would 
read its policies, no matter how simple 
the language. 

Mr. Barnes pointed out that there are 
some 200 million policies already in 
force, and simplifying isn’t going to 
help with those, regardless of what 
might be done for future policies. He 
said that the University of Michigan 
survey indicated that 65% of policy- 
holders read their policies, and even if 
they only read them part way through, 
a lot of people evidently think they read 
their policies. Mr. Richardson opined 
that complex phraseology actually helps 
sell policies, for they impress the buyer 
in a way that more chatty language 
might not. Mr. Kenagy conceded that 
this was certainly true in the automo- 
bile business, where fancy mechanical 
terms are used to impress prospective 
buyers. 

Mr. Morris said that if the life people 
thought policies had to be written in a 
complicated language, companies enter- 
ing the A. & H. field would find them- 
selves up against an even more difficult 
problem in framing language at once 
understandable and water-tight. , 

As a result of the discussion, it is 
planned to propose a joint committee 
with company lawyers, actuaries, com- 
pany associations, and the National 
Assn. of Life Underwriters to work to- 
ward more understandable phraseology. 

The afternoon was left free for sight- 
seeing, from which members had consci- 
entiously restrained themselves during 
the sessions. Later there was a cock- 
tail hour at which the hosts were At- 
lantic Life, Home Beneficial Life and 
Life of Virginia. 

Wednesday morning, with Charles C. 
Corcoran, Equitable Society, presiding, 


there was an imposing array of speakers 
from outside the business. These were 
Edward W. Barrett, assistant secretary 
of state, on “Telling America’s Story to 
the World;” John Fisher, ace commen- 
tator of the Canadian Broadcasting 
Corp., and Philip L. Graham, publisher 
of the Washington Post, who spoke on 
world conditions. 

Grafton B. Perkins, former advertis- 
ing and market research vice-president 
for Lever Bros., spoke. 


SHORTCOMINGS 


Mr. Perkins analyzed life advertising 
statistically. From an advertising stand- 
point, the life industry is on the 
bottom in volume and low in reader re- 
action. “The whole industry is outspent 
by a single soaper,” he emphasized. Life 
companies have failed to grasp the pos- 
sibilities of their selling message. Such 
life advertising that there is, he cited, 
gets good noting and very fair reading. 
But the message of the ad fails to get 
across to the reader or listener. 

“Life companies have a priceless chan- 
nel of advertising for which a grocery 
advertiser would mortgage his soul,” 
Mr. Perkins exclaimed. “I mean,” he 
said, ‘a complete list of all your present 
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you spend a modest appropriation than 
in a vigorous direct mail campaign to 
these people who should be your very 
best prospects for the increased security 
you have to sell?” 

He reminded the group that the best 
advertising stems from the message, not 
from a seiection of the media. This 
means that company men must be aware 
of consumer likes and tastes. ‘Consumer 
reconnoissance” he calls it. 

“And,” he concluded, “better adver- 
tising is the only future for the public 
in an industry which, more than any 
other, is advertising starved.” 

W. A. Neville, advertising manager 
for Great-West Life, told of Great- 
West’s successful billboard campaigns. 
In 70 cities of the United States and 
Canada, the Great-West billboards are 
displayed for these reasons: it builds 
better name acceptance; it has a tre- 
mendous cumulative effect; agents “love” 


it. 

H. A. Richmond, general coordina- 
tion supervisor, Metropolitan Life, elab- 
orated on Metropolitan’s use of radio 
advertising. With apparent success this 
company has used modified national 
hookups and single stations on their 
news broadcasts. Mr. Richmond finds 
coverage to be much greater with this 
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media although Metropolitan uses radio 
to supplement magazine advertising. 
Magazine advertising was discussed 
by John M. K. Abbot, executive assist- 
ant, New York Life. Primarily used as 
a public relations tool with long-range 
in mind, New York Life places its mag- 
azine ads in an effort to sell the agent 
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to the public. 

L.A.A.’s new president, A. L. Caw- 
thorn-Page is manager of the publica- 
tion division at the Canadian head 
office of Metropolitan Life at Ottawa. 
Before joining that company in 1930 he 
had been engaged in sales promotion 
work for Continental Life of Toronto. 
He has been active for the last 20 years 
in the institutional advertising campaign 
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four years was chairman of the commit- 
tee in charge. During the war he was 
loaned to the Canadian government as 
publicity director of the war savings 
committee and later as director of in- 
formation of the wartime prices and 
trade board. He was made a member of 
the Order of the British Empire. He 
has been L.A.A. vice-president for the 
last year and long active in affairs of 
the organization. 
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lation 8 as amended, created serious in- 
equities. We, therefore, felt that we 
shrould approach the problem by trying 
to devise some reasonable means, within 
the framework of stabilization, to permit 
the continued development of these 
benefit programs. We believe our recom- 
mendation to be a system which mini- 
mizes the inflationary effects but at the 
same time permits a substantial latitude 
for development. 

“2. The labor-public report has sum- 
marized part of the committee’s de- 
liberations by classifying the various 
control methods into six categories. We 
agree with each of the six has its unde- 
sirable features and inequities. In our 
opinion, a committee to study this prob- 
lem should seeek a solution that produces 
the best combination of “1. Minimum 
degree of undesirable features and in- 
equities, and 2. Maximum effective sta- 
bilization. A virtually complete freeze 
solves (2) to the complete disregard of 
(1). A virtually complete freedom of 
control solves (1) to the complete dis- 
regard of (2). 

“3. We are of the opinion that the in- 
clusion in the wage ceiling, the wage 
equivalent, the specific benefit and the 
case by case methods of control have 
such seriously undesirable features as 
to impair their usefulness for producing 
the above results. 

“4. The use of an_ area-industry 
method, while not as simple as some 
other methods, would minimize inequities 
between groups of employes and would 
permit a substantial degree of normal 
development. “In using area-industry 
practice as a control it is necessary to 
compare a variety of benefit program 
features. We have found by tests that 
this can be done accurately and simply 
by using a simplified evaluation system 
based on insurance equivalent units. This 
system relates all benefit features to units 
of equivalent amounts of group term life 
insurance. This comparison system has 
been submitted to the board. 


Employe Contribution Control 


“The use of the requirement of em- 
ploye contributions is a very simple con- 
trol to administer, has anti-inflationary 
aspects, is consistent with past practice 
and would certainly act as a preventive 
of over-extension of plans. Therefore we 
believe that a combination of these meth- 
ods produces the best solution of (1) and 
(2) stated above. 

“5 Our recommendation will prevent 
either labor organizations from using 
present emergency conditions to secure 
exorbitant gains or employers from up- 
setting labor markets by the appeal of 
over-elaborated benefits.” 

The minority recommendations cover 
health and welfare programs (including 
medical, hospital, disability and death 
benefits for employees and their depend- 
ents) and pension programs (including 
retirement for age or total and perman- 
ent disability). Not requiring prior WSB 
approval would be new or increased 
health and welfare benefits where at 
least one-half of any added net cost is 
paid on the average by new employe con- 
tributions: deferred profit sharing plans 
which are approved under section 165(A) 
of the internal revenue code, providing 
that benefits other than those payable at 
death, retirement, or permanent disability 
are payable. in not less than 10 equal 
installments: extensions of existing plans 
to additional like groups of employes of 
the same employer; and adjustment of 


existing plans with benefits not varying 
directly with earnings (or, if reimbursing 
expense, not varying directly with the 
actual amount of expenses) to maintain 
the same average relationship to wages 
(or to such expense) existing on Jan. 15, 
1950, provided that, in contributory plans, 
the division of cost is not altered. 





PRIOR APPROVAL 





Requiring prior WSB approval would 
be other new or increased health and 
welfare or pension programs which, in 
total, do not exceed prevailing practice 
as defined in the report, and other new 
or increased health and welfare or pen- 
sion programs, alleged by the parties not 
to be unstabilizing in effect, and neces- 
sary to correct clearly demonstrable 
inequities caused by the imposition or 
stabilization controls, or to prevent inter- 
ference with the effective mobilization of 
national resources or to make minor and 
logical adjustments in established benefit 
provisions. 

The proposed determination of “pre- 
vailing practice” is on the basis of prac- 
tice in the employer’s comparison group. 
Such a group would include the com- 
panies in his local labor market area, in 
his industry, in both, or in the dominant 
firms in his industry, or even in aother 
industtry, whichever is consistent with 
employer’s historical practice. The com- 
parison group may be restricted to em- 
ployers with programs, or may be re- 
stricted to employers with programs re- 
cently established or revised, if consist- 
ent with the employer’s historical prac- 
tice. Separate determination would be 
made for health and welfare programs 
on the one hand and pension programs 
on the other. The benefits of all plans 
within these categories (A) whichever 
is applicable, maintained by each em- 
ployer in the comparison group, would 
be included in the test. The board would 
accept as conclusive, comparisons made 
in terms of the insurance equivalent unit, 
which uses one year term as the yard- 
stick. Plans or amendments placed in 
effect would be reported to the board in 
such form as the board would specify 
within 60 days after adoption, and if not 
questioned by the board within 30 days 
thereafter would be considered approved. 
The board would prescribe information 
to be submitted for plans or amendments 
for which approval is required. 


System of Measurement 


Explaining the insurance equivalent 
(i.e.) system of measurement for pen- 
sion, health and welfare plans, the 
minority report states: 

“The type of benefit most widely in 
effect is group life term iunsurance. The 
most usual type of plan provides an 
amount equal to some fraction. or 
multiple of one year’s earnings. There- 
fore, this method translates all benefits 
into equivalent units of group life term 
insurance of one year’s earnings. 

“Under this method there is no change 
in the unity value desulting from an in- 
crease in benefits which is in direct pro- 
portion to an increase in average earn- 
ings; i.e., benefits can change automati- 
cally with cost of living wage increases 
without affecting the number of units. 

“All calculations of units are to be 
made to the nearer one per cent of a 
unit.” 

An appendix contains an abridged 


statement of the method in_ sufficient 
detail for measurement of standard plang. 
As one expert put it, it’s like Providing 
road signs instead of a course in highway 


engineering. 


Refunding Main Use of 
Private Financing in ‘50 


American business used private place. 


ment financing through insurance 


panies and lending institutions amount. 


ing to $2,898,189,000 during 


according to “The 1951 Yearbook of 
Private Placement Financing” prepared 
by E. V. Hale & Co. of Chicago. The 
book lists 1,014 issues of bonds, debep. 
tures, notes and preferred stocks placed 
with investing institutions in 1,478 indj. 
vidual transactions. While in previoys 
years the majority of the private place. 
ments have been made to expand an 
improve facilities, during 1950 refunding 
The refunding 
accounted for 39.5% of the placements 
expansions were 19.7%, working capital 
18.8%, repayment of bank loans, 12.2%. 
retirement of equity capital 7.1%, 


was the major use. 


The book shows that one out of 


four loans was under $300,000 and ai. 
most two or three were unsecure. There 
were more loans for 4% and 5% than 


in previous years. Maturities 


somewhat longer, there were more stand. 
by arrangements and banks participated 


in a greater number of loans. 


Of the amount financed through pri. 
vate placements, almost half went to 
industrial concerns. Loans accounted for 
the rest preferred 


almost 96% with 


stocks. 





Authorize VA Payments 


WASHINGTON, D. C.—The House 
appropriations committee has reported 
a bill to provide $5,000,000 to veterans 
administration for payments to benefic- 
aries of armed forces members who lost 
their lives in active service. Such pay- 
ments are authorized by the service- 


men’s indemnity act. 
The committee said that due te 


lative delays, payments to some 12,00 
beneficiaries are being held up and it is 
imperative that yapments be made to 


dependents. 





50 Lincoln Income Agents Meet 


Lincoln Income Life held a two day 
meeting of its President’s Club, gather- 
ing 50 agents in Chicago. Honored were 
the two leaders J. L. McDonald, Ft. 
brig and J. McCutcheon, Muskogee, 

a. 


Pac. Mut. Plans Ist Year Dividends 


Pacific Mutual’s new dividend 
effective Jan. 1, allows first year 


dends, conditioned upon payment of the 
second year’s premium. In addition, 


dends for the early policy years 
been raised for most plans. 


Indianapolis Cashiers Elect 
Indianapolis Life 


Standard Life, vice-president; 


Martha Williams, Jefferson Standard, 
secretary; and Lloyd Weddle, State Life, 


treasurer. 





Three out of every five in the popt- 
lation of the United States now live 
a city or town of 2,500 or more. il 
to Metropolita: 


habitants, according 


Life. A century ago, about one in sevet 
lived in places of that size. Consequent 
ly, the proportion of the total pop 
lation living in rural areas has been ft 
duced by one half in the past 100 years 


Lester A. Wilbert, Northwestern Mt 
tual, chairman of Wisconsin Life It 
surance Leaders Round Table, spolt 
at the October dinner-meeting of Mi 


waukee cashiers. 


John L. Wilson, vice-president 


financial officer of Anheuser-Busc 


been elected to the board of directot 


of General American Life. 


Agency Cashiers 
Assn. has elected Mrs. Wilma Hardesty, 
Franklin Life, president; Lee Ligdon, 


com. 


1950 


every 


were 


legis- 














scale, 
divi- Se 
THE 
divi- 
have 
Miss © Aw 
missi 
Agent 
With 
Pariso 
— Wi 
a 
—— 
6, 
x P 
h, 
pe 





r 2, 195] 








sufficient 
ird plans, 
providing 
highway 


>f 
0 
ate place. 
nce com. 
amount- 
ng 1959 
rbook of 
prepared 
ago. The 
ls, deben- 
ks placed 
5478 indi. 
Previous 
ate place. 
pand and 
refunding 
refunding 
lacements, 
ng ae 
1s, 12.2%: 
1.1%, 
it of every 
0 and al- 
ire. There 
59% than 
ties were 
ore stand. 
ar ticipated 


rough pri- 
* went to 
ounted for 
preferred 


nts 


The House 
s reported 
oO veterans 
0 benefici- 
's who lost 
Such pay- 
le service: 


ie te legis- 
ome 12,000 
p and it is 
e made to 


; Meet 


a two day 
ub, gather- 
nored were 








Yonald, Ft. 


in @ series of advertisements outlining advantages enjoyed 
NUMBER THREE by field underwriters of the Equitable Life of lowa 


EQUIPPED FOR 


SUCCESS 


I' ield associates of the Equitable Life of 
lowa are equipped for success. A direct mail 
system and a constructively developed range of pro- 
motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. 


HoUITABLE 


Life Insnance Company 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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THE GREATEST FORWARD STEP IN COMPENSATING AGENTS 


The Automatic Increasing Remunerator Contract, 
purely incentive, gives the Agent 


IMMEDIATELY 
e@ Basic Raise, commission rate at 20% more 
than customary commission contracts. 


PLUS 


© Automatic additional inc?eases of 8% — 16% — 24% in First Year Com- 
mission rate — payable automatically first of each month. 


TOGETHER WITH 


Persistency Bonus, payable every three months 
Lifetime Renewals, a permanently increasing income 
Free Vacation, all expenses paid, each year 
Incentive Contests, liberal awards for all producers 
Production Clubs, paying substantial cash bonuses 


Agents can easily DOUBLE their income for good production. 


With the A.I.R. Commission Contract—Outstanding Policies, we challenge com- 


parison. This unusual contract available in Michigan — Illinois — and Missouri 
— Write today for full details — Charles H. Davis, Supt. of Agencies. 
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6. C. French, 
President 





WOME OFrice FREEPORT, ILLINOIS eee 
An Old Line Mutual Legal Reserve Life Insurance Company 


Bringing More Commissions to Life Producers 




















Bw centuries the peasant 
woman carried a heavy urn 
on. her head. Then along 
came a forgotten genius and 


put a handle on it. 


At GUARDIAN, our actua- 
ries have designed “handles” 
—improvements in contracts 


—that make it possible for our 





representatives to satisfy their prospects’ needs 


more readily. 


For example, GUARDIAN agents now offer 5, 10, 
15, and 20-year term, and Term to age 70 policies, 
to provide maximum protection when extremely 
low premiums are essential. 

And our $10 per month per $1,000 disability 
income provision enables our representatives to 
offer their clients unique protection against the 
living death of total and permanent disability. 

“Handles” such as these are among the reasons 
why GuarDIAN agents are adding more and more 
satisfied customers. 


GUARDIA 
Ye Lnsunance Company 


FIFTY UNION SQUARE NEW YORK 3, N. 


Y. 











ORR UNE aS en RST Des KANO ee 


... the atom bomb is a piker! 


Devastating as it is, compared with the force of inflation, the 


atom bomb ts a piker. 


Within a mile range the atom bomb destroys everything. Ten 
miles away, its force is hardly felt. It destroyed Hiroshima and 


Nagasaki but it did not wipe out Japan. 
But the whirlwind spiral of inflation can financially wreck 


an entire country. History shows it has. It can destroy the value of 
money for EVERYBODY — ANYWHERE. Its fury leaves no home 


untouched. 


The life insurance business has taken a firm stand opposing 
inflation. May we suggest that field men of all companies, when talk- 
ing to policyholders and prospects, add the weight of their opinion 
and the prestige of their profession toward applying the brakes to 


inflation. 


Compared with the force of inflation, the atom bomb is a piker. 
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- OLD IN ITS EXPERIENCE... YOUNG IN ITS VIEWPOINT ‘ 





